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OTH TIMES Distributors Did Their Part 


Yesterday’s problem was file costs... Both times, this company’s distributors 


cholson File Company pioneered in the pro- have had a large share in the introduction 
ction of machine-cut files; made quality files of these better files to their market. The 
ailable to the industries that required them predominant popularity of these file brands 
faster production. Next problem was today is due in no small measure to the 
§ costs until Nicholson pioneered recently loyalty of distributors everywhere. Nicholson 
h Controlled Serrations* ... a new file File Company, Providence, R. I., U. S. A. 


h cons: ruction that increases file efficiency. Canadian Plant, Port Hope, Ontario. 


A FILE FOR EVERY PURPOSE —— 


IGHOLSON FILE COMPANY 























NEW and better! .. 


BEAVER 
MODEL C 








The Beaver Model-C for either bench or stand use 





The Beaver Model-C Portable Power Unit surpasses simi- 
lar units in compactness, performance and safety. 

The gears are fully enclosed—an important safety feature. 
The large driving gear runs through an oil bath—reducing 
noise, friction and wear. Power loss is reduced to a minimum 
through the use of five ball-bearings and two roller-bearings 
in the gear reduction. The interior is heavily reinforced to 
insure maximum strength. A “regular” chuck is used which is 
tightened with a “regular” chuck wrench—no jerking strain 
on the gears. 

Beaver Model-C converts hand tools into a Portable Electric 
Pipe and Bolt Machine. It will thread pipe up to and including 
2-inch size with SOLID FULL WIDTH DIES at a speed of 
about 22 R.P.M. Threads bolts up to 1 43-inch. Operates geared 
tools to thread UP TO 8-INCH—and has plenty of RESERVE 
POWER to allow for average dull dies or low line voltage. 

Model-C uses a Black and Decker Universal Motor. 3 H.P. 








Gear-case cover removed to show 
interior construction 





nominal rating; actually develops 1.59 H.P. Choice of either 
110 or 220 volt Universal Motor—reversible at switch. 
Suitable for bench or stand use. Net weight approximately 


140 Ibs. Height 12 3-inches. Base 18 x 18-inches. 





Patents have been issued covering some of the early de- 
velopment work on Model-C. Patent application pending 


covering final design. 











Two ? ork 3 he . 
BEAVER Model-C. without in- Net User Prices (U.S.A.) 


terference 





F.O.B. Factory or Jobbers’ Stock 
Beaver Model-C, Complete for Bench Use...... $127.50 
Set of Legs (with 2 feet, 2 spikes) rustproof.... 5.50 
Beaver Pipe Vise, ({ to 2-inch) mounted...... 3.50 
Beaver Pipe Bender ({ to j-inch) mounted.... —_1.50 


BEAVER PIPE TQDLS 


339 Mills Avenue Warren, Ohio 











ell 


Threading 8-inch pi in 6 minutes with No. 80-E_ Beay 
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E industrial distributors of the Bassick line 

of truck casters have an important advantage 

... versatility of product ... the correct size and 

type for every customer’s specific needs... and a 
complete price range. 

Bassick truck casters are easy to sell...years of 


consistent advertising and outstanding perform- 


THE BASSICK COMPANY, 





Bassick 


CASTERS 





ance in service have established the important 
factor of acceptability. Most important, Bassick 
distributors are backed by a sound and fair sales 
policy . . 
cooperation that builds and assures a steady, profit- 


. selective distribution with factory 


able business — not only today, but for the years 


to come. You can build better business with Bassick! 


Bridgeport, Connecticut 


Canadian Factory: STEWART-WARNER—ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 
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IS DOING THE 
BEST FOR 


Yoursclf 


When it comes to a power transmission 
problem depend on Link-Belt products to 
satisfactory fulfill the needs of your custom- 
ers—assure operation, smooth performance, 
less maintenance. That's doing the best 
for him and for yourself too. Preference 
for Link-Belt power transmission equipment 





is on the increase—to you it means greater NEW YORK 
profit opportunities. WORLDS FAIR 
é EXHIBITOR 


The line is complete and includes anti- 
friction roller, ball, and babbitted bearings, 


THE POWER TRANS- take-ups, clutches, couplings, collars, pulleys, 


gears, hangers, base plates, etc., as well as 


MISSION LINE THAT a full line of positive drives—silent and 


roller chain drives, speed reducers, and vari- 


INCLUDES POSITIVE able speed transmissions. 


DRIVES AND ASSURES LINK-BELT COMPANY 


Chicago Indianapolis Philadelphia 
GREATER SALES Atlanta San Francisco Toronto 


Offices in Principal Cities 
OPPORTUNITIES 


METALS BLOG. 













POWER TRANSMISSION 


EQUIPMENT 
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THE 

FIRST “TOLEDO” 
CATALOGUE WAS 
3" x 6", 12 PAGES, 
AND SHOWED 4 
“TOLEDO” TOOLS. 


THE 

1939 “TOLEDO” 
CATALOGUE IS 
6" x 9", 104 PAGES 
AND SHOWS 62 
“TOLEDO” TOOLS 
AND MACHINES. 


“TOLEDO” IS PROUD OF THIS RECORD 


Back in the days when America was getting over the effects of the Spanish-American war, 
and the shock of President McKinley's assassination was still fresh in the minds of the 
nation, an Ohio dealer placed his first stock order for “TOLEDO” pipe tools. That was 
August 29th, 1902. The following day another dealer ordered “TOLEDOS” for stock. A 
month later, another, and so one by one these old-time distributors, who are still in busi- 
ness today, added “TOLEDOS” to the lines they handled. There are 237 of these distribu- 
tors who have stocked “TOLEDO” tools continuously for over twenty-five years—all 
members of the “TOLEDO” Quarter-Century Club. 


3 Distributors have stocked “TOLEDOS” for 36 yea 
7 oe oe oe “es oe 





3 CO” 

10 “ ” ” “4” 
31 - 0 “99” 
18 “ “ 0 “ 39” 
18 ” ” ” “ “a” 
8 “ “ “ “39 ” 
83 “ “ “ Ps “99 ” 
13 “ P - ” “93” 
21 oe * ” ” “6 ” 
25 or oe oe or 7 25 7 


The fact that 237 distributors have sold “TOLEDO” tools for over 25 years is evidence of 
the superiority of “TOLEDO” pipe tools. No other line of pipe tools has the trade demand, 
the broad and aggressive sales promotion campaign, and the strict sales policies to pro- 
tect its distributors that “TOLEDO” has adhered to for so many years. 


There is something fine in such loyal distributor cooperation, and “TOLEDO” pledges its 
continued cooperation to its large family of distributors of “TOLEDO” products. We are 
mighty proud of the “TOLEDO” Quarter-Century Club, and as the years pass by that club 
will continue to grow in numbers, for invariab!y once a “TOLEDO” distributor, always a 
“TOLEDO” distributor. 


THE TOLEDO PIPE THREADING MACHINE CoO. 


TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE ST. 


“TO DO 











THE “TOLEDO” QUARTER-CENTURY CLUB IS A PERMANENT GROWING INSTITUTION. 
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Sell your customers 
operations and you 
that Morse Drills 
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BBs 
Rote 
MORSE QUALITY TOOLS 
for these basic 
will help them toward 
<8 the same savings 
have always brought rt 
to their drilling re 
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TWIST DRILL AND 
MACHINE COMPANY 
NEW BEDFORD, MASS., U.S.A. 


NEW YORK STORE: 130 LAFAYETTE STREET---- CHICAGO STORE: 570 WEST RANDOLPH ST. 
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Sell GOOD CUTTERS —that give 
steady, profitable business for 
the distributor ... because they 
give your customers lowest 
real cost. 


BS BROWN & SHARPE MFG. CO. 
[BS PROVIDENCE, R. I. 


“BROWN & SHARPE 


CUTTEDC 
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' TWIN REASONS WHY THIS PLANT USES 


ALEMITE 
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More than half a century of 
progressive engineering 
and product development. 





sonia kc rb LG 


YOU WERE 15 YEARS 
YOUNGER WHEN THIS 
THERMOID CONVEYOR 
BELT WENT INTO SERVICE 


In 1924 George F. Pettinos, Inc., placed a 600 
foot section of Thermoid Conveyor Belting into 
service in Millville, N. J. Six years later, when 
the conveyor was enlarged, they added an 
additional 300 foot section to the original belt. 
All 900 feet of belt are still in daily service 
and carrying loads up to 60 tons per hour. 


During the entire time no major repair has ever 
been made to any part of the belt and there is 
no indication that the belt will not remain in 
service for years to come. 


Asoutstanding asthisservice recordis, Thermoid 
users will recognize a parallel in their own 
experience with Thermoid Products. Thermoid 
Conveyor Belt turns in these kinds of records 
because it is built for its specific job by engi- 
neers who know service conditionsthrough years 
of practical experience. This engineering, plus 
experienced, conscientious manufacturing, 








This unretouched close-up clearly shows the fine con- 
dition of the belt in spite of its long record of service. 


using only the finest of raw materials, guar- 
antees the ultimate in service and economy. 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 


__ Thermo 


BELTING HOSE 


PACKINGS BRAKE LININGS 
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Your Sales Problems Solved 


(in one easy lesson) with 


Electric Drills 


“TAKE A TIP, FELLAH! 
My electric tool sales for 
maintenance work have 
sure gone up since I've 
been carrying the new 
Drillmaster around!” 



















THE THOR peumasten hae 


Y%" capacity drill for all-around, light- 
duty work. The quality, low-priced drill 
you can sell with full confidence that 
your customers will get Economy and 
Performance at one low cost. 












“YOU GET IN 
STRONGER when you 
sell the Thor U14A for 
heavy-duty service. It's 
the pioneer of small, 
light-weight production 
drills.” 


THE THOR UI4A.... .... $32.90) 


Y%,"' capacity drill for hard production serv- 
ice. Small, light and sturdy . . . with the 
power of tools twice its size. 









PORTABLE ELECTRIC TOOLS 





INDEPENDENT PNEUMATIC TOOL COMPANY - 600 WEST JACKSON BOULEVARD - CHICAGO, ILLINOIS 


BIRMINGHAM -BOSTON - BUFFALO - CLEVELAND - DETROIT -LOS ANGELES - MILWAUKEE - NEW YORK - PHILADELPHIA - PITTSBURGH - ST. LOUIS * SAN FRANCISCO 
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NEW PEAK 


IN WELL DRILLING ACTIVITY 


Are you interested in New Profits? Are you 





























LAKE COTTAGES 








prepared to make them... ? 


You seek new sources of profit in products and markets that 
are on the move... . You find the right combination today in 
American-Marsh water systems in the rural market. . . . Exploit 
this combination in any direction and you find—profits. 


PROFITS in American-Marsh water systems for subur- 
ban homes, where running water is no longer a luxury. 


PROFITS in American-Marsh pumps for farms, where 
back-breaking hand-pumping and water carrying are out of 
keeping with modern methods. 


PROFITS in American-Marsh water systems for tourist 
camps where competition in comfort sets the pace. 


PROFITS in American-Marsh systems for rural schools 


where sanitation is an ever-increasing issue. 


PROFITS in American-Marsh water systems for summer 
cottages where hand-pumping and water-carrying are no part 
of a holiday rest. 

New profits, indeed, for alert jobbers in supplying a rural 
America that wants modern improvements and has the money 
to pay for them. New profits in stocking and pushing the best 
engineered, most complete line obtainable — American-Marsh 
Turbo-Lift Water Systems. .. . Made in 300, 500, and 1000 gal- 
lons per hour capacities and larger, with storage tanks from 
2 to 525 gallons as required. 


Write for “PROFITS FOR JOBBERS” 





Turbo-Lift Turbo-Lift 
Only one moving Self- Priming. 
part. No wear. Noiseless 


AMERICAN-MARSH PUMPS, [NC. 


CENTRIFUGAL TURBINE STEAM AND POWER PUMPS 





BATTLE 


OF» a eS 


MICHIGAN PUMPS AND PUMPS ONLY SINCE 1873 
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NOW YOU CAN 
SPEED UP YOUR 
SHEAVE SALES 


--- You Can Talk to 
Canny Sheave Buyers 
Like This 


“Here is a sheave like money 
in the bank to you. The bush- 


ing is new in construction, 





different in material, and supe 
rior in performance. Bre 
downs are unknown and yes, 
the bushings are interchange- 
able. Easy to install and easy 
to remove or replace for use 
with other shaft sizes. This 
new Pyott Sheave is no mere 
‘chunk of cast iron with 
grooves in it—it has marked 





individuality—application fea- 
tures that will save you money, 
and yet it doesn’t cost you any 
more.” 





Write 
FOR 
DETAILS 








































Pyott Bushing before assembly Pyott Bushing in place — Sheave 
with Sheave ready for installation 


Now earn more $$$ on Sheave Sales . . 


These highly balanced sheaves hang like a feather on a motor. 
They will reduce your customers’ motor maintenance costs. 

They are widely appreciated by millwrights and plant maintenance 
men because of their time-saving simplicity. 

Pyott has developed a close grained, high steel content mixture, 
producing a metal of over 40,000 pounds tensile strength, out of 
which both sheaves and bushings are cast and machined. 


The Pyott bushing will not fail or wear out—neither can it distort 
or burr. The outside key is cast and machined integrally with the 
bushing. The assembly is as simple as slipping a glove on the hand 
—only two set screws to tighten. It can be dismantled and used 
over and over. 
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LINCOLN 


Industrial 


LUBRICATING EQUIPMENT 
IS A MAJOR LINE 


of exactly the type that 
aggressive mill supply distributors are seeking 


because 
@ It is a complete line of recognized superiority. 


@ It is sold under a clearly defined policy of selec- 
tive distribution. 


® It provides a generous distributor margin. 


@ It has substantial sales potential in a widely 
diversified market. 


@ It is manufactured by a sound, progressive com- 
pany who are #foneers in lubrication 
equipment, and whose entire facilities {°° 
are concentrated on this one industry. 





i cach el 
Inquiries are solicited #4 
H BUSINESS CHARACTER 
H Rice Leaders | 
i of the Horld } 
SeseCeLle ENGINE C RING COMPANY 4} Association 
PIONEER BUILDERS OF LUBRICATING EQUIPMENT oD NAME-PRODUCT-POLICT | 


-—— nom tee wee 


eueeRaQ 
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In the Mod 


Oscar Iber took it on the chin for $16,000 last 
summer because he had reduced his insurance just a 
few weeks before a disastrous fire struck his Chicago 
place of business. 

A less courageous man might have folded up under 
the blow and become soured by his misfortune. Equally 
courageous but more self-conscious or selfish people 
might have kept their error in judgment to themselves. 
Mr. Iber did neither. Immediately he started his 
comeback. And, always a man to put his shoulder be- 
hind activities good for the field, he told the members 
of the Central States Mill Supply Association of the 
mistake he had made so that other distributors might 
profit from his misfortune. 

Through Mr. Iber’s further hearty cooperation, the 
story appeared in January Mitt Suppiies. Since 
then Mr. Iber has received many letters from readers 
of the magazine, congratulating him on his vivid pre- 
sentation of his experiences and thanking him for his 
contribution. One man wrote that he had already 
increased his insurance. (If you haven’t read the 
story, we suggest you do so Now. It may save you 
$16,000—or more—some day.) 

Mr. Iber’s action in reciting his unfortunate experi- 
ence is in the modern spirit of business. Where com- 
petitors at one time took opposite sides of the street 
so they would not have to meet, today they counsel in 
local groups. Regional organizations inspire friend- 
liness, cooperation, the exchange of progressive ideas. 
The national associations are benefitting from the 


+ » » «» « MillSupplies~ »« * * 


E. J. McOSKER and JOHN J. WELCH, Editors 


MILL SUPPLIES © MARCH 10, 1939 


ern Spirit 


present-day attitude, and, of course, have done much 
to develop it. 

MILL Supp ies’ editors, too, have cause to be thank- 
ful for the modern spirit. They have found it neces- 
sary to go to hundreds of individuals in the industry 
to gather material for articles on sales methods, sales 
management practices, purchasing, stock handling, de- 
liveries and many other subjects of interest to manage- 
ment or salesmen, or both. The vast majority of these 
individuals have responded nobly. They have been 
unselfish in so doing, and we hope that, as a reward 
for their cooperation, they benefit greatly from the 
contributions of others. 

“You want to be sure to call on So-and-So”—a fre- 
quent comment we receive from one distributor con- 
cerning a competitor. Another: “I'll have one of the 
boys drive you over to Bill’s.”. One man recently 
not only provided us with chauffeur service, but 
‘phoned his competitor we were on our way. An- 
” and 
introduced us personally in the latter’s office. We 
mention these incidents not with a view to making 
our future job easier (although they are indeed per- 
sonally pleasing to us) but to illustrate today’s friend- 
liness and cooperation in the industrial supply field. 


other drove over to one of his “contemporaries’ 


A few have not yet seen the light. But those who 


have seen it are finding their business efforts more 
resultful and on a much higher plane than they were 
back in the days of dog eat dog. 




























THE REPUBLIC 
S-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


wt 











Cooperating 
with Distributors 


¥*& On the surface, this startling fig- 
ure seems to trace back before the for- 
mation of the Mill Supply House system. 
Actually, it is a sum of the total years 
Republic has worked with each of its dis- 
tributors . . . years of close relationship 
with distributors during their establish- 
ment and growth as an economic insti- 
tution. 

The complete cooperation which has 
always characterized Republic’s policy 
with distributors has enhanced the mut- 
ual value of these contacts. Working to- 
gether on better means of handling sales 
promotion, service and everyday prob- 
lems has created a business advantage 
for every Republic Distributor. Consis- 
tently high quality of productsand prompt 
delivery are other desirable elements 
which have added to the success of their 
business efforts. On the other hand, the 
one hundred per cent acceptance of this 
policy has resulted in the elimination of 
undesirable practices such as factory 
competition. 

A source of supply which has, for 
years, actively participated in the busi- 
ness progress of its distributors may 
prove beneficial to your establishment. 
Let us give you full information. Repub- 
lic Rubber Division of Lee Rubber and 
Tire Corporation, Youngstown, Ohio. 
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TALK OF THE TRADE 





MARCH OF EVENTS: Ole Father Time must be having his 
troubles trying to pound a rattling typewriter aboard Pegasus 


as he gets whirled around the orbit of Big Happenings . . . As 
this is written it’s only Feb. and already industry-rocking events 
are behind us... Resignations of Fred Copeland from 


H. Channon and Charlie Shaw from Barrett Hdwe. come as a 
shock . . . We'll all be the worse off without these two grand 
gents . . . Chicago Mill Supply Ass’n presented Fred with a 
cocktail shaker and Charlie with golf bag, clubs and duffel 
bag . . . Adios, Charlie and Fred . . . Be seein’ ya, yes? 


UNIVERSAL TOPIC: In the words of Wimpy, “nice weather, 
isn’t it, we’re having?” . . . Chicago’s blizzard helped Carl Chan- 
non (Great Lakes Supply) set a new record for negotiating the 
four miles to the office in a net of around five hours flat . . . And 
Neil Hurley, Jr., (Independent Pneumatic Tool) postcards from 
Butte, Mont.: “It’s so cold here even the Republicans are listening 
to Fireside chats.” 


AND AGAIN: On the other hand, W. C. Teare (Sterling 
Products) is with the Missus in (you guessed it!) Florida... 
So is Bill Hunter (Ross Willoughby) . . . So is Hugh Hirshon 
(W. S. Wilson Co.) and Mrs. H . . . About Hugh, more later 
—read on! 


ATHLETE: The same Hugh Hirshon is some shakes as an 
athlete, in case you didn’t know . . . National Junior indoor champ 
at clipping off the 600-yard event . . . Still whacks a very mean 
golf ball . . . Promoted a track meet at Yankee Stadium in 
1923 . . . And on his wall is a mounted tarpon 45 inches long ” 

. . » But he'll readily tell you that the same day this one came SUNFLOWERITES WERE WARMED 
into the boat, Mrs. Hirshon hooked one that was a mere 83 

inches. 


’ Os2y7 Pe | 
PRIDE GOETH: Mighty proud is A. Foster (Squier, Schill- ie ae . NJ 
ing & Skiff) to report the birth of a baby girl . . . Likewise Pete LS \ dp S*/ A (x) 
Boylan (Pattison Supply) who is, for the fourth time now, ‘4 > aa ee” | 
reporting the arrival of a grandchild. ALL IN THE FAMILY 








\ 
CASUALTIES: Pneumonia smote Lewis Tracy (Lewis E. 


Tracy Co., Boston) recently ... Fairly well recovered now, 
he’s on a six-week’s cruise in Southern waters with Mrs. Tracy, fs. 4 
intending to get as far away from it all as, for instance, Buenos 3 

Aires . . . They’re having an awful time of it out at Pattison SAYS” 
Supply in Cleveland . . . Larry, Koenig, George Hiesy and {2x 
W. F. Miller are recovering from operations . . . George has ’ 
been laid low some four months . .. Miller since October 1 Lim 

. . . And Larry on the shelf about three months . . . How’ve 1959 CONVENTION RECRUIT 
you been? 


NEW EDISON: A. R. Lindsay (sales engineer, Strong, 
Carlisle & Hammond) has patented an overload release for stokers 
and conveying equipment . . . And he has a patent pending on 
an automatic tension speed compensator used primarily for reeling 
controls and conveyor boosters. J. J. W. LINE FORMS ON THE RIGHT 





fo 


bY 
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STEEL HANDLING COMES 


Salt Lake Hardware is justi- 
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fiably proud of ultra-modern 
handling facilities in its new 
steel warehouse. There's a 
place for everything — and, 
more important—a way to 


move it in and out 


Glass-brick ornaments, an other- 
wise severe facade, and large steel 
curtain doors make trucking in and 
out easy. Other curtain doors at 
rear permit box cars to be brought 
into the building for unloading. 


3-ton electric cranes, flood-con- 
trolled, cover both bays. Bar-steel 





OF AGE 


racks are in the far corner, pipe 
racks at left and in center, sheet- 
steel in the foreground. Note cable 
straighteners and pipe threaders 
ready and waiting. 


Plate steel is handled by an eccen- 
tric grip on the crane hook. Note 
clear markings on concrete base for 
rack. They show gage, sheet size 
and weight. 


Angle iron, drill rod and bar stock 
are held in welded-steel racks. 
Again dimensions and weight per 


foot are clearly marked. A special 
spreader carries three hooks for 
grommetted slings. 


From the car comes a skid of plate 
steel, handled easily by a special 
welded-steel open-side box onto a 
hand truck. Note concrete platform 
at car height and spreaders in back- 
ground for handling bar bundles. 


Pattern floor plate and light-gage 
sheet are handled by an open-side, 
welded, angle-iron box supported 
by four chains from the crane hook. 
It makes for simple and speedy 
handling of skids or single sheets. 
Note cable-reel supports welded on 
top. 
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UNDOUBTEDLY, unless you've sold quite a few piping 
accessories, some power engineer, master mechanic, 
or even a purchasing agent may trip you up when he 
starts talking about gate and globe valves, screwed 
and union bonnets, forged and cast bodies, and so on. 
Yes, they’re all valves or valve parts, and each has its 
specific place—and you sell ’em all. So let’s look ‘em 
over in this drawing from the standpoint of essentials. 

In the first place, every valve has a body to provide 
a path for the flow of fluids and to act as a foundation 
for the other parts. To get at the interior of the body, 
you need a removable bonnet. Something has to shut 
or open, a function performed by the disk. And that 
disk has to shut against something which is usually 
called a seat. The disk is moved up and down, or 
across and back, by a stem, which may have a handle, 
wheel, or lever at the outer end. And that stem must 
either rotate, reciprocate, or do both, within the bon- 
net, so some form of packing is essential to keep the 
fluid from squeezing out around the stem. That’s all 
there is to a valve basically—body, bonnet, disk, seat, 
stem and packing. 

But that’s where the designers start in. They pick 
certain materials to do certain jobs, changing design 
to give greater strength here or there. They've got to 
worry, primarily, about pressure, temperature and the 
nature of the fluid to be handled. Pressure alone isn’t 
much of a worry—it just requires strength to with- 
stand it, and valves are readily available to withstand 
over 6,000 lb. per sq. in. of water pressure. But tem- 
perature is something else again. Some metals are 
okay up to a certain temperature, then suddenly let 
go. Some of the fluids that pass through valves are 
harmless at ordinary temperatures, but when they’re 
heated they suddenly become very corrosive. Tem- 
peratures cause expansion troubles, too, as well as the 
permanent growth that is called “creep”. 

All these factors mean tricks with materials. Brass, 
bronze, cast and malleable iron are all used for valve 
bodies at low pressures, say up to 250 Ib. steam. Only 
cast-iron bodies are commonly used above 3 in. Above 


(Continued on page 107) 








We've counted something like 37 rising stem gate valves 
in this oil refinery view—rich market for some aggres- 
sive supply man—Courtesy Wm. Powell Co. 
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And also kept orders rolling into Lewis Supply Co., Memphis, while 


salesmen left their territories 


IN A NATIONAL COMPETITION 
which embraced nearly 11,000 en- 
tries, a sales promotion piece sent 
out by Lewis Supply Co., Mem- 
phis, Tenn., was adjudged one of 
the year’s best business letters. Its 
writer, Sales Promotion Manager 
H. H. Stalker, received a gold 
medal from the Dartnell Corp., 
Chicago, which ran contest. 

The letter, reproduced in full 
here, was a simple but direct ap- 
peal which went out over the sig- 
natures of various Lewis salesmen. 
It explained why the salesman 
would be unable to call on the 
customer during the forthcoming 
week, when a general sales meet- 





of waitin 


to attend an annual sales meeting 


ing was to be in session. With use 
of only a little copy, the letter 
quickly put over four important 
points: (1) Told the buyer why 
the sales meeting would resuit in 
benefits to him; (2) made a hard- 
to-turn-down plea that orders con- 
tinue to flow via the telephone; 
(3) offered to leave the meeting 
and come to the buyer’s rescue in 
case of emergency, and, (4) ex- 
pressed thanks for generous orders 
received during the past year. 
Mr. Stalker ( photo at right) 
has been with Lewis Supply only 
a short time but already the sales- 
men are receiving tangible bene- 
fits from his promotion efforts. 
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GIVE 


Behind the riveter and sprayer, 
the forge and the tamper, the 
mucker and the sanding disk— 
and any other air tools—are 


air compressors. They're a 


high sign for sales, maybe not 
for compressors, but at least 
for hose, pipe, fittings, tools 


and accessories 


SUSPECT you haven't sold an 
air compressor since Lord knows 
when, but don’t let that dismay 
you when we start to talk about 
air and air Secause the 
compressor is only the beginning 
of the story. Sure, you sell porta- 
ble compressors when and if you 
can, but we both know that those 
go only to specialized markets. In 
fairly good-sized industrial plants 
and big construction jobs, there’s 
a battery of air compressors, big 
ones too, but on construction jobs, 
in isolated corners of plant yards, 
in tunnels, mines, quarries and 
stone pits, the chances are good 
that the compressors are portables 
—so check up! 

Who uses air? Pretty nearly 
everybody—just look at the air- 
hose table in the Industrial Sell- 
ing issue of Mitt SvuPPLigs 
for February. In metal-working 
plants for example (and that in- 
cludes automotive plants, forge 


tools. 
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For air supply in a Colorado mine this V-type compressor is the answer. 
V-belts, piping, valves and fittings, safety valves, filters and sheaves are among 


your potential sales here 


railroad 
stamping and 


shops repair shops, 
finishing plants, 
shipyards, steel fabricators, and a 
goodly number of foundries), air 
power drills, reamers, nut runners, 
screwdrivers, grinders, buffers, 
clamps, jacks, riveters, bull riv- 
eters, rotary files, chippers, rivet 
busters and wood drills. To 
round things out, air also is sup- 
plied to forges, furnaces, ovens, 
rivet heaters, and even for air 
screens to protect operators of 
these units against heat. Finished 
products are greased, painted, 
lacquered, and so on with air too, 
so you see the list is worth think- 
ing about. 

[ started out with a metal-work- 
ing plant intentionally, because 
that’s just a big machine shop— 
and the little machine shop is the 
maintenance department in every 
other industry. Even the corner 
service station is likely to have a 
bit of metal-working equipment to 
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operate off its free-air compressor. 
And chances are always good that 
these miniature plants will be real 
prospects for portable compres- 
Let’s look at the variations 
in these units—they’ll automati- 
cally suggest their own markets— 
particularly if you have that com- 
pressed-air hose table with you from 
the February 25th news issue of 
MILL SuPPLIEs. 


sors. 


The "Buggy" 


On portable units in general, 
the first job is to get it where it’s 
going, and then to bring it back. 
If your prospect has a truck and 
a hoist (like a construction or 
railroad contractor, painter, build- 
ing contractor, plant, 
quarry, stone pit, aviation plant or 
logging camp) he may just get the 
compressor set on skids and so 
save the cost of the “buggy”. I 
say “compressor set” advisedly, 
because nobody buys a small com- 


power 

















By E. J. TANGERMAN, Tecunicat Eprror 





Midwestern beer depends on this air compressor—at least one brewery's output 
does. Look at the sales possibilities too: Valves, piping, fittings, V-belts and 
sheaves, flexible tubing, and electrical control 


pressor alone. He has to have 
something to drive it, a way to 
cool compressor and prime mover, 
and an air receiver (which is 
nothing but a tank which holds air 
under pressure and smooths out 
the pulsing, both of the compres- 
sor and the air user). The cooling 
medium is almost always a radia- 
tor, either just like the one you 
have in your car, but bigger, or a 
series of metal fins open to the 
air. The prime mover may be 
gasoline or diesel engine or elec- 
tric motor, the latter usually pre- 
ferred if power is available at low 
rates. 

sut let’s get this buggy question 
disposed of. If the compressor will 
be pulled in over jagged rock (as 
in a stone quarry or in a tunnel) 
or is to stand for a long time in 
one place (as in a foundry), plain 
steel wheels are probably best. 
Rough ground and ease of towing 
(meaning the power company, air~ 


held, or inside a sugar mill or 
paper mill) suggest rubber tires, 
pneumatic in general, but solid 
rubber if there’s likely to be 
broken rock, steel scraps, etc. 
All these are 4-wheeled outfits. 
sut the itinerant painter may want 
a 2-wheeled job he can tow be- 
hind his car or truck. The orchard 
owner may want the same sort of 
thing for spraying fruit trees. 
Either of these fellows will pick 
a gasoline engine for drive—first 
cost is cheaper and the unit 
doesn’t work constantly so fuel 
cost isn’t vital. Where long-term 
runs are in store, then the diesel, 
though higher to start with is the 
cheaper to run. Current trends 
are toward the diesel too—so your 
customer may already have a die- 
sel-driven unit and want more. 
But your prospect may be a 
mine owner or a railroad contrac- 
tor—or even a railroad. In that 
case, suggest a unit mounted on a 
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a skid-mounted outfit 


railcar, or 
he can put on a railcar he already 


has. Many Western orchard 
owners have skid-mounted units 
which they load on a truck with 
the tanks of spray and the sprayer. 
Then the driver drives down be- 
tween tree rows, and the sprayer 
stands up in back, spraying the 
trees as he passes. The same goes 
for plant spraying, and for white- 
washing, if that’s the need. 


How Much Wind? 


Next problem is that of capac- 
ity. The garage or filling-station 
owner probably won’t need much 
—a 10-cu. ft.-per-min. unit will 
take care of his pressure tank. 
But the contractor with a lot of 
rock breakers or jackhammers 
going may want 300 c.f.m. or 
more. You can supply either—and 
the full range in between. Some 
manufacturers even make 500- 
c.f£.m. portable machines, although 
those usually are to special order. 

Portable compressors for low 
pressures (say up to 40 lb. per 
sq. in.) or low deliveries are usually 
single-stage, that is, the air goes 
from atmospheric pressure to the 
final pressure in one compression. 
But most pneumatic tools and most 
industrial processes require air at 
80 to 100 Ib. per sq. in. pressure, so 
this usually means two stages, the 
first taking the air to a pressure of 
40 to 60 lb. per sq. in., and the 
second pushing it on’ up. You can 
tell the difference between cylin- 
ders by noting their size. The first- 
stage cylinder is always the larger 
or longer. The second-stage cylin- 
der requires more cooling because 
the pressure is higher—when air 
is compressed its temperature is 
raised, just as the barrel of a bicycle 
pump heats up while pumping. 

So there you are—that’s about 
all the technical details there are 
to an air compressor, unless you're 
going to service it. Knowing these 
things, and keeping your eyes open, 
you can suggest all sorts of uses 
for the air they produce, and thus 
make a market for more com- 





pressors. 

And don’t forget those accesso- 
ries—pipe, valves, fittings, hose, 
couplings, portable tools—as well 
as lubricants, and most important 
an air filter for the compressor. 
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PROGRAM TAKES SHAPE 


Committees map out meetings aboard Monarch of Bermuda during convention cruise in May 


, including sound apparatus, will be the setting for joint sessions 


WITH THE CHANGE-OVER from 
Bremen to Monarch of Bermuda 
now an accomplished fact, plans 
for the supply industry’s big con- 
vention cruise are going forward 
again with accelerated pace. 

Due to the fact that the new 
cruise itinerary allows for a stop at 
Norfolk, Va., both going and re- 
turn, to pick up and discharge 
members of the Southern Associa- 
tion, the committee in charge of 
meeting arrangements has had to 
do some intricate maneuvering 
since there will be periods during 
which not all association delegates 
will be aboard. However, this 
hurdle has been cleared and in 
general this is the way meeting 

(Continued on page 105) 





Never before have convention meet- 
ings been held in such rich surround- 
ings as are to be found in the luxuri- 
ous Brummel Lounge 











Curt P. Davis, telephone salesman, 
dispatches an order to shipping de- 
partment over Barrett's new system 


Pneumatic tube system speeds action at Barrett 
Hardware Co. latest step in a program of modern- 
ization that has transformed an old tractor plant into 
an unusual and strictly up-to-date supply house 


py Epwarp J. 





Entrance to Barrett's office and 
main warchouse seen through foliage. 
The Barrett property includes three 
brick buildings and three of light 
steel construction 





Franklin * Barrett, 
founder. and third 
89-year-old com- 


President W. 
grandson of the 
president of the 
pany 





McOSKER, EDITOR 


Eddie 
order from sales department, 
warehouse 


IN CONTINUATION of the policy of 
modernizing thoroughly the prop- 
erty it took over early in 1937 as a 
home for its industrial and whole- 
sale department, the Barrett Hard- 
ware Co., Joliet, Ill., has installed 
a pneumatic tube system for dis- 
patching orders from the telephone 
sales and call counter department 
to the shipping room and from the 
shipping room to the south ware- 
house. 

It now takes but eight seconds 
to send an order from the office to 
the shipping department—in con- 
trast to the time that was required 
formerly for a boy to walk the dis- 
tance of approximately 225 feet. 
But the greatest advantage of the 
pneumatic tube system is that it 
permits immediate handling of or- 
ders instead of waiting until they 
are picked up by boys for “foot 
power” transmission to the proper 
department. 


(Right). These hard plugging 
young men bring in lots of business 
over the wires. Opposite side of 
desk—Curt Davis (left) and A. M. 
Steed. Near side—Harold Bostrom 
(left) and Ray Dudek. Mr. Steed, 
was appointed sales manager of in- 
dustrial and wholesale department. 


(Left). The accounting department. 
F. E. Whallon (standing), 
the section, and his assistants 
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Johnson in the 


chief of 













shipping department gets 
sends instructions to 


The sales department is 
equipped with a sending tube alone 
while the south warehouse has only 
a receiving tube. The shipping de- 
partment is the “exchange.” Hav- 
ing both receiving and sending ap- 
paratus, it receives orders from the 
sales department, and dispatches 
its Own instructions to the south 
warehouse or relays direct mes- 
sages from the sales department to 
the south warehouse, 

The property now occupied by 
Barrett’s industrial and wholesale 
department was formerly the fac- 
tory of the Bates Mfg. Co., tractor 
builder. Here you find Barrett 
housed in one of the most unusual 
supply house settings in the land 

~and one which is convenient and 
up-to-date and of general advan- 
tage to the company and its cus- 
tomers alike. The 
camera “shots” 


accompanving 
reveal some e of its 


intere sting features. 











Having a wonderful time are (left to right): Russ 
Gregory, Holo-Krome Screw Corp.; Harry Flavell, W. O. 
Barnes Co.; W. C. Teare, Sterling Products’ president, 
and Frank Arnham, manager of Sterling’s Moline branch 





Heinie Hock, Henry G. Thompson & Son Co., does a bit 
of hack saw blade demonstrating for the edification of 
three other exhibitors—left to right: Fred Barker, Eagle 
Mfg. Co.; Dick Lone, Lufkin Rule Co., and Bill Reineke, 
Band-It Co. 





A study in expressions (left to right): D. W. McKinstry, 
Frank Arnham and Ed. Burton. Messrs. McKinstry and 
Arnham are vice-presidents of Sterling Products 





Putting on a real demonstration is Bill Johnston, W. O. 
Barnes Co. Eagerly watching him is John Petrie (left), 
assistant purchasing agent Deere & Co., and James D. 
White, Sterling Products vice-president 





WINTER SHOWS 


Everybody came up smiling at results of exhibit 
held by Sterlings Products Co. in Tri Cities 
branch 


More THAN 1,100 plant and shop men from the Tri 
Cities and surrounding area attended the industrial 
exhibit presented by the Moline, Ill., branch of the 
Sterling Products Co., Chicago, in the LeClaire Hotel, 
Moline, January 24, 25 and 26. 

Especially pleasing to W. C. Teare, president of 
Sterling; Frank Arnham, vice-president and manager 
of the Moline branch, and other Sterling executives 
and salesmen was the fact that the show was attended 
almost exclusively by “effectives,” that is, by. purchas- 
ing agents, plant officials and mechanics interested in 
the purchase, specification or use of the kind of tools 
and equipment on display. 

Forty-two manufacturers whose lines are handled 
by Sterling Products offered exhibits of their products 
and had representatives on hand to discuss them with 
interested visitors. Numerous sales were consum- 
mated at the show and many good prospects on indi- 
vidual lines developed. 

The “Ski Hi” room on the top floor of the LeClaire 
Hotel was laid out attractively for the affair in accord- 
ance with careful advance planning by Sterling offi- 
cials. Attractive door prizes were awarded daily. 

Visitors registered from Moline, Davenport, Rock 
Island, Waterloo, Burlington, Clinton, Cedar Rapids, 
Galesburg, Abington, Cedar Falls, Chicago and other 
points. 





A. J. Zeilgruber, assistant purchasing agent, Deere & Co., 
“tries it himself” while Ted Belling (in shirt sleeves) of 
Black & Decker and Frank Arnham (right), Sterling 
Products, look on 
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RING THE BELL 


In Perth Amboy, N. J. 


Four-day event drew 1700 visitors to Perth 
Amboy Hardware's 30th anniversary celebra- 


tion last month 


WITH GLAMOUR REMINDFUL of a Hollywood pre- 
miere, Perth Amboy Hardware Co., Perth Amboy, 
N. J., opened its doors to the industrial public Febru- 
ary 15 with a products exhibit that drew a capacity 
crowd of 1,700 during its four-day run. 

Attractively set up on. the- third and fourth floors, 
60 manufacturers’ exhibits manned by as many repre- 
sentatives, caught the keen interests of visitors in the 
products displayed and demonstrated. 

The building was decorated both outside and inside. 
The show marked the firm’s 30th year in business. 
Girls employed at Perth Amboy Hardware made up 
the reception line, tagging each visitor for identifica- 
tion. The tag also gave its wearer a chance at one of 
the fifteen door prizes awarded each night of the show. 
A variety of refreshments was served, and at the 
event’s conclusion company officials were enthusiastic 
over the job done and the effect they were certain it 
would have on business for the near future. 





A few of the 


manufacturers’ representatives on duty. 
Bauer, Pyrene Mfg. Co.; Stickle. 
Del "ilbiss ; Ward, Victor Balata Co.; Horner Allen Mfg. 
Co.; Ragan, Dixon Crucible Co.; Fuhrer, Diamond Ex- 
pansion Bolt Co.; Russell, A. Schrader’s Sons; Cribbin, 
Charles Parker Co.; O'Connell, Rockwood Sprinkler Co.; 
Chadwick, Consolidated Ashcroft, Hancock Co.; Manion, 
American Chain & Cable; Bunker, Diamond Expansion 
Bolt Co.; Kessler, Jenkins Bros., and Hill of Greene, 


weed & Co. 


Pinney, Rawlplug Co.; 


While J. C. Kuhn (right) of Blackhawk Mfg. Co., casts 
an appraising eye at the crowd, his partner, Harold Plush, 
does a bit of demonstrating with a portable pipe bender 
at their exhibit 
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A most lovely reception committee. Girls of Perth Amboy 
Hardware Co. did their share in making the show a 
success. They are (left to right): Grace Hansen, Dagmar 
Neilsen, Sarah Sokol, Mary Kenna and Eleanor Daly 


Credit for a successful show goes to these members of 
Perth Amboy Hardware Co. Left to right stand Tom 
Gleason; Bill Molchan; Joe Burns; R. D. Howell, secre- 
tary-treasurer; Jack Madsen and S. G. Levine, president 


Henry Disston & Sons exhibit had a healthy crowd at all 


times. Watching machine are S. P. Schaefer (left), 
Racine Pool & Machine Co., and E. J. Gebhart of Disston 
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WHAT ABOUT PUMPS? 


Here's an up-to-the-minute picture of the distributor's setup for 
handling pumps, his market and some data on types—all the re- 
sults of a far-reaching Mill Supplies survey 





Courtesy, Goulds Pumps 


Centrifugal pumps were rated as best sellers by majority of distributors. Here 
is a twin pumping unit, driven by a 400 hp. motor, installed in a large elec- 
trical plant. Can furnish 5000 gallons of water per minute at 100 lbs. pressure 


—in case of fire 


INTERESTING and important facts 
concerning the sale of pumps 
through industrial distributors are 
brought out in a market study re- 
cently completed by Mitt Sup- 
PLIES. 

In compiling the results of the 
questionnaire several factors were 
brought to light which should be 
of value to the distributor in help- 
ing him to determine where his 
best market is, what new markets 
may be tapped, and how this mar- 
ket may be crashed. For instance, 
out of 171 distributors replying, a 
total of 83 different makes of 
pumps were handled. And though 
145 of the 171 are lined up with 
ten leading pump manufacturers, 
112 of these 145 distributors split 
their pump business with one or 
more of all the other pump manu- 
facturers. 

The majority of distributors (87 
per cent) listed the Domestic 
Water System pump as the best 
one from among the eight different 
types for them to carry. A slightly 
smaller percentage (85 per cent) 
favored the Centrifugal pump. 










47 % 


THE PUMPS THEY HANDLE 








CHART No. 1 





BEST SELLERS AMONG PUMPS 


26% 


CHART No. 2 
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(Other percentages are shown on 
Chart No. 1.) Perhaps the best 
reason for the preference of Do- 
mestic Water System pump over 
the others can be seen from the 
fact that it ranked second highest 
in the group of best sellers (see 
Chart No. 2) and from the com- 
ments attached to the effect that a 
salesman with moderate knowl- 
edge of domestic pumps can do a 
good selling job on them. 

Industrial plants far outran any 
of the other markets for selling 
pumps. But an interesting point 
cropped out when farms came in 
second (see Chart No. 3). Com- 
ments and explanations attached 
to the questionnaire brought to 
light the fact that farms prove to 
be good markets as pumps are sold 
for well-drilling purposes to con- 
tractors and dealers. 

Eighty-one distributors returned 
figures for their 1937 sales showing 
a total combined sales amounting to 
$1,663,400—an average of $20,535 
per distributor (Chart No. 4 shows 
a complete breakdown of the fig- 
ures). 

The majority (146 out of 179 
distributors) felt it necessary to 
have a trained pump man on the 
staff in order to sell pumps suc- 
cessfully. One distributor emphati- 
cally said, “You can’t do it any 
other way.” Another assured, “We 
maintain a pump and motor depart- 
ment headed by competent engi- 
neers.” Still another softened a 
bit to offer, “In selling industrial 
pumps a trained man is necessary. 
In selling domestic pumps a mod- 
erate knowledge will do, but a 
trained man makes fewer mis- 
takes.” And here is a hot sales tip, 
“Experienced men are necessary to 
make profit on sales. Otherwise 
too much time is lost, which al- 
lows too many bidders.” 

But the “noes’”’ (29 out of 179) 
had interesting comments too. 
“Our office handles the general 
run of all types of pumps. When 
engineering ability is required, we 
call on a trained man for assist- 
ance,” said one. Another: “All of 
our mill supply men may be read- 
ily schooled to sell 80 per cent of 
all pump applications.” Still an- 
other, “. . . provided we get con- 


sistent help from pump manufac- 
turer’s representative.” 
Therefore, 


the accompanying 














Industrial 
Plants 


Mines and Quarries Public 


Utilities 


THE PUMP 








MARKET 






Municipalities 


Contractors 


State and Federal 
Governments 


CHART No. 3 

















Avera d ‘eroges 


Avera 
$172,200 433 $ 36, 333 





AVERAGE ANNUAL PUMP SALES OF 
81 DISTRIBUTORS IN 1937 


Total sales of 8! = $ 1,663,400 





CHART No. 4 


44% 


Averaged Averaged lueranad 
$ 14,541 $7,005 = =$ 2,732 








charts are based primarily on the 
reports of the 171 distributors 
handling pumps in 1937. These 
represent a fair cross-section of 
the industrial supply houses— 
large and small, from coast to 
coast. 

When broached on the subject 
of sales helps—that would assist 
them in doing a better job—112 
distributors really went to town. 
Among their suggestions were: 
missionary sales help, sales litera- 
ture, advertising, and fair-sales 
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policy. Some of these give food for 
thought, such as: “Factory trained 
sales engineer who can call at reg- 
ular intervals and work with our 
men on prospects, thus keeping 
them pump minded.” Or, “Com- 
plete but simplified technical in- 
formation on pump applications 
and operations.” Or, “Sales meet- 
ings with factory engineers.” Or, 
tersely, “Trade magazine advertis- 
ing and bulletin distribution.” Or 
more tersely, “Territorial protec- 
tion.” 
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THIRTY-FOUR YEARS 





w vuat conus NEW YORK TERRITORY 


By HUGH H. HIRSHON, presment, W. S. WILSON CORP., NEW YORK CITY 


AFTER 34 years (boy and man) 
of consecutive activity in the mill 
supply field, certain observations 
are pertinent, even though con- 
troversial. 

Hectic years they have been 
interspersed with a relatively easy 
gait at times and an intense pace 
at others. 

The various gradations of pros- 
perity have kept one on his toes, 
and the intermittent ups and 
downs through the years have al- 
ways kept to the fore, the opening 
chapter from Macaulay's History 
of England—written many, many 
years ago—‘“Those who compare 
the age on which their lot has fallen 
with a golden age which exists 
only in their imagination, may 
talk of degeneracy and decay, but 
no man who is correctly informed 
as to the past will be disposed to 
take 4 morose or desponding view 
of the present.” 

Or—to put it more succinctly, 
and in the approximate words of 
our contemporaneous Charles M. 
Schwab: “Never be a bear on 
America.” 

Personal observations, of course, 
can be recorded only in the light 
of one’s own experiences. 

And the writer’s experience has 
been centered for these not. too 
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From Bangor to Bali folks generally 
regard the New York distributor as 
a cross somewhere between Franken- 
stein and Dopey . . . The notorious 
“New York situation" has been cussed 
and discussed by everyone except 
the one fellow who might be called 
an authority—a New York distributor 
. . « We therefore gladly turn over 
this space to Mr. Hirshon to reminisce 
and philosophize to his hearts’ content 


many years in what is known as 
Little Old New York. 

Nutured in the mill supply 
game, he can look back and visu- 
alize the evolution of an industry 
in a territory designated as an 
oddity, and reflect that the immu- 
table law of progress has not left 
it behind. 

Individual institutions have dis- 
solved, individuals who once pre- 
dominated have passed out of the 
picture—but the law of the sur- 
vival of the fittest has held full 
sway in this field of endeavor, as 
it must in all fields. 

Diamond Jim Brady was in his 
heyday when the writer’s experi- 
ence began, and, for his day and 
age, was the apotheosis of sales- 
manship. Who could conceive, 
however, of his legendary meth- 
ods being used today? 
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And still they create motion 
pictures centered around his sales 
ability. This of course is under- 
standable—in the same sense that 
one may reconstruct the exploits 
of the Three Musketeers—with 
the reservation, that, while inter- 
esting, they would hardly fit into 
our present picture. 

It might be pertinent to look 
ahead 40 years or so; take stock 
of ourselves now, and wonder 
what the future generations will 
have to hold fast to that we leave 


behind—both tangibly and_ in- 
tangibly. 

It is axiomatic to state that 
methods of distribution have 
changed. Those who have not 
kept pace with the changing 
structure are those who have 


passed out of the picture com- 
pletely, or else into a state of rela- 
tive obscurity. 

Where, once, a mill supply 
dealer in the environs of New 
York was a jack of all trades and 
master of none, the process of 
evolution has changed this picture 
so that his existence is threatened 
unless he renders a very definite 
service both to consumer and 
manufacturer. 

The buying fraternity has also 

(Continued on page 102) 








YES OR NO ON 


PERPETUAL INVENTORY? 


Here's a question that usually divides distributors into two camps, 
each equally positive in its convictions for or against the perpetual 
inventory system . .. Without naming names, we've asked two 
leading exponents of the separate sides to state their case here 
. -- You be the judge of which one puts up the better argument 


Says Mr. Pro— 


OuR FIRM Stakes its reputation on 
two things which we _ consider 
essential to successful supply house 
service. They are: Having what 
the customer wants when he wants 
it, and getting it to him as quickly 
as possible. 

But experience teaches that we 
cannot attempt this unless we are 
always on top of the inventory 
situation. Which is where the per- 
petual inventory system fits into 
our picture. Everybody in the 
organization swears by it, we con- 
sider it the heart and soul of our 
service system. 

Stocks can be kept so complete 
that 99 times out of 100 you can 
proudly say, “We've got it”—but 
unless you have full control of in- 
ventory your house may collapse 
under the weight of its seldom-in- 
demand lines. The perpetual in- 
ventory prevents us from going 
too long or too short on any item, 
and also helps give an instant an- 
swer to the all-important question, 
“Have you got it?” 

It has other advantages, too. 
It’s a guide to purchasing, warn- 
ing us away from the slow movers, 
forcefully reminding us of those 
items that have a good demand. 
At the same time we can keep 
abreast of market changes as they 
develop. If demand for an item 
begins to grow, we know it im- 
mediately and can increase orders 
accordingly. That works the other 
way, too, of course. 

Those who have not had work- 
ing experience with the perpetual 


inventory are usually wary about 
adopting its use, feeling that it is 
too complicated, too expensive. 
Actually it is not at all compli- 
cated—no more so than recording 
deposits and withdrawals in your 
bank book. In this case you have 
a “bank book” for every item in 
When a quantity is pur- 
chased, the deposit is recorded, 
and when a withdrawal is made 
from stock, the account is brought 
forward. True, there is an original 
cost in setting up a perpetual in- 
ventory that is not to be laughed 
off. But in our organization we 
consider this a sound investment, 
and in fact, I believe the system 
has really paid for itself in the 
first year or two of its operation. 

There is no question in our 
minds as to the worth of our per- 
petual inventory system. The best 
evidence I can give of our regard 
for it is this: The standing orders 
in the house are that, in case of 
fire, the inventory cards are to be 
rescued first. 


Says Mr. Con— 


WE pon’T employ a perpetual in- 
ventory system because we don’t 
believe it necessary in our busi- 
ness. 

Maybe I am not qualified to 
discuss the weaknesses of a per- 
petual inventory, since we have 
never had one, but I have talked 
with others who have, and judg- 
ing from what they tell me, the 
system not only adds to the ex- 
pense of running a supply house, 
but also adds more detail work in 


stock. 
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a business which should be striv- 
ing constantly to eliminate detail, 
takes the control of purchases out 
of the hands of men of seasoned 
judgment and creates a multitude 
of small orders going to the manu- 
facturer. 

A local supply man who main- 
tained a perpetual inventory ad- 
vised me that he had to hire two 
extra clerks to keep up the system 
—and certainly the perpetual in- 
ventory requires the services of at 
least one clerk. 

As I understand it, when the 
card record shows the stock on 
hand has reached the “minimum,” 
the inventory clerk immediately 
sends through an order for re- 
plenishment on that line. This 
means a flock of small orders go- 
ing through every day unless the 
orders are held and bunched— 
which defeats the purpose for 
which the perpetual inventory is 
intended. And the receipt of many 
small orders is a nuisance to the 
manufacturer. 

As it works out, a clerk is re- 
sponsible for the placing of orders 
to replenish stock rather than a 
man who is familiar with market 
conditions and sales opportunities. 
Of course, it may be said that the 
man in charge of purchases can 
check the orders as they come 
through and okay them, but he, 
himself, is not really familiar 
with what is going on as he is not 
personally checking the movement 
of lines. 

The entry of daily sales on per- 
petual inventory cards adds more 


(Continued on page 101) 
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SUPPLY SALES 


Kirst month of 1939 set a supply business pace for the 
rest of the year to shoot at by upping the Sales Indica- 
tor chart two points above the December figure. The 
96 registered was equal to the best month of 1938. 
Best gains were shown in Middle Western and Pacific 
Coast areas. Southern states showed a slight dip and 
the Western section was sharply down. Orders per day 
were down two to 8&9, although the size of the average 
order went up 73 cents to $15.92. 


DOLLAR VALUE, AVERAGE ORDER ORDERS PER WORKING DAY 
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SURVEY AND FORECAST 








BUSINESS since the first of the 
year has been trying to adjust it- 
self to the strange experience of 
taking command in the economic 
affairs of the nation. Administra- 
tion attitude toward big business 
has definitely swung to the right 
since the elections last fall. Con- 
gressional legislation of the “New 
Deal type” has halted. Adminis- 
tration spokesmen are showing a 
determination to woo 
with all their might. 

Secretary Hopkins, contrary to 
current feeling among many busi- 
ness men, seems to be out to do a 
bangup job of steering business 
and spending back into private 
hands. Disliked by many for his 
outspoken criticism of 
while handling the _ billions 
WPA money, he has promised 
put as much zip into his job 
being an emissary of business in 
government as he did when em- 
issary of government in business. 

Secretary Morgenthau has come 
to bat for the business man from 
the other side of the fence 
tion. His press conference of 
Feb. 23 may be historic for the re- 
mark: “We must get additional 
revenue, and the only way to get 
it is through increased business 
and letting the business man make 
more money.” And on the ques- 
tion of taxes he stated, “In making 
my financial plans, I am just try- 
ing to be practical. I am 
counting on any new taxes.” 

This picture certainly looks like 
the real McCoy and not just an- 
other case of setting out bait so 
another sock might be taken at the 
long-suffering dog. 


business 


business 
f 
to 
of 


€) 


taxa- 


not 


AUTOS: Out of Detroit last 


month came a startling new dealer 


contract inspired by youthful Ford 
sales manager “Jack” Davis. Deal- 
ers agree this contract is one of 
the most equitable and_ liberal 
franchises in the industry. The 
effect it may have on industry as 
a whole will be watched with care. 
Important features are: 

Price protection in case of 
price reductions (by rebates on 
all unsold cars purchased within 
60 days of announced 
reduction ). 


price 


of dealer stocks of 
new cars as between 8 and 12% 
of previous 12 months’ sales 
the percentage 
time of year. 


Fixing 


depending on 

Agreement by dealer to main- 
tain retail delivered prices as 
established by the company. 

A penalty clause of territorial 
infringement—automatically set- 
ting up closed territories in all 
except multiple-dealer points. 

Requirement of 60 days’ no- 
tice in case of franchise cancel- 
lation by the company. 

Agreement to repurchase all 
unsold cars, parts, and 
sories in case of termination of 
franchise by company. 


acces- 


Provision that no one except 
the company’s president, vice- 
president, secretary, or assistant 
secretary may sign, 
cancel a franchise agreement for 
the company. 

The retention 
parts” clause. 


alter, or 


of a “genuine 


STEEL: Steel production is up to 
54.8 per cent and is expected to 
advance further in March. Much 
stimulus is felt in all branches of 
the metal-working industry from 
government purchases for defense 
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purposes. The aircraft industry 
is on the verge of important ex- 
pansion as foreign countries place 
large orders and as the United 
States army and navy program 
promises to get under way soon. 
Despite a seasonal lull last month, 
automobile assemblies will pick up 
next month and a good Spring 
trade anticipated. — Railroad 
equipment makers are doing better 


is 


as orders for passenger cars and 
freight cars accumulate. Machine 
tool bookings in February appear 
likely to equal those in January 
when the National Machine Tool 
Builders’ index to 150.8, 
compared with 146.5 in December. 


rose 


BUILDING: Private construc- 
tion reached the highest level since 
April, 1938, due to gains in indus- 


trial and commercial building. 
Public awards are 39 per cent 
above a year ago. A $7,500,000 


contract for a steam generating 
plant for the Duke Power Com- 
pany in North Carolina helped to 
bring the industrial building vol- 


ume to its highest level since 
October, 1937. Construction 
awards for the first seven weeks 


of the vear totaled $455 million, a 
26 per cent increase over the CorT- 
responding 1938 period. 


COAL: A major problem of the 
coal industry this year is the re- 
turn of lost markets. Competition 
from unregulated fuels, cheap for- 
eign oil, and hydro- 
electric projects is making coal 
company executives loop-the-loop 
to find the way out. 


subsidized 


Labor pre- 
sents another tough problem and 
a readjustment of wages compara- 
ble to those paid in other indus- 
tries may be put on the carpet. 
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How About 


1. Granted that a reamer has just 
one job to do—what is that job? 

2. In how many ways can it do 
that job, and what are they? 

3. What is the reamer called that 
is commonly used to align rivet 
holes ? 

4. What’s the biggest source of 
potential trouble with reamers ? 

5. Is it the reamer’s fault ? 

6. If your customer has a short, 
large-diameter hole to ream, what 
would you suggest ? 

7. How about a deep, small-dia- 
meter hole? 

8. What’s the advantage of un- 
even flute spacing in a deep-hole 
reamer ? 

9. Can spiral flutes do the same 
jobs? How? 

10. When does a_ steep 
angle of flutes really help? 

11. Should the “hand” or twist of 
a reamer spiral be in the direction 


spiral 


of rotation, or opposite to it? 

12. What job does a pilot do on a 
reamer ? 

13. How large in diameter should 
a pilot be? 

14. Does a pilot work best when 
it rotates in the hole to be reamed? 

15. What factors are important in 
the service life of a reamer? 

16. What are the two commonest 
reamer materials. 

17. Which can be 
higher speeds ? 
18. Which 

longest ? 

19. When the keenness is once 
gone, which material breaks down 
first ? 

20. Which material is preferable 
for extremely accurate, smooth holes 
on a custom-built job? 


worked at 


holds its keenness 
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Reamers? 


21. For tough material that 
“fights” the reamer, or for holes 
that need to be ultra-smooth but 
done at high production rates, which 
material is better? 

22. What are the proper names 
for the cutting portion and the non- 
cutting portion of the reamer body? 

23. Is there anything important 
about the width of the channels be- 
tween cutting portions ? 

24. What are the proper land 





widths or margins at cutting edges 


for machine-reaming? For hand 
reaming ? 

25. What determines smoothness 
of hole, providing the proper reamer 
is used? 


Sam Supplier's Figures 
“Listen, Sam,” says a P.A., “we 
need some heavy copper sheeting. 
Got any?” 

“Yep,” says Sam, “but only one 
sheet.” 

“How big?” comes back the P.A. 

“Hold the phone,” says Sam, and 
races out. In seven minutes he’s 
back and, because he’s got the price 
that way, he’s figuring square 
inches. He’s just getting the price 
when he spills the ink. Here’s all 
he can make out: 


7 


ve * 
Clw * 
* * * * 
wi 


-_ 


* 


* * a 


NX 


He figures it’s quicker to try to 
figure out the figures than to go out 
in the cold warehouse and measure 
that sheet again, and him with a 
cold coming on, anyhow. Well, which 
is faster? 

(If youre better with a rule than 
with a multiplication table, look on 
page 98.) 











“"W. Pea FERS Om ___» 




















[reat | 


GLIBB SUPPLY 


* 
~~~) ie 











pat 




















"I Hired Him to Sell Our New Line of Rope, Boss” 
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SALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elementa 


facts through digesting. 


is particularly great, we recommend that the article 
be sought out and read in detail in the paper where 


originally appeared. 


Visible Sight Feed 
Improves Inspection 


One plant, finding that regulation 
of lubricating oil was apt to be er- 
ratic because of fogging of the sight 
feeds made it difficult to check the 
flow, painted light backgrounds with 
aluminum paint directly behind the 
glasses. 

Seen against the bright spot, the 
thin column of flowing oil, or even 
the drip-drip of a more closely regu- 
lated feed is readily seen and any 
changes instantly noted. 

The bright reflection spots also 
have speeded up inspection. Condi- 
tion of the stream of lubricant is 
more quickly determined by a glance 
than formerly was possible with a 
close inspection against the dark 
background. The bright background 


also brings the oil into sharp con- 





trast, and permits visual note of any 
change in color or composition be- 
fore the change has progressed far 
enough to cause damage to the bear- 
ings being lubricated.—Factory, Feb- 
ruary, 1939. 


Put Your Ideas 
To Work 


Every day on every hand, we hear 
someone say, “I’ve got an idea.” 

But rarely—in business, or in any 
other phase of life—does this same 
person add, “and I’m putting it to 
work.” 


Where the reader's interest 


Most of us humans are content to 
sit back and toy with ideas, dismiss 
ing them as unsound or absurd with- 
out even a try at them. 

Fear of uncertainty or the love of 
security often prompts a man to be 
over-skeptical of his new ideas. In 
business, especially, a man is likely 
to “forget” a new sales or merchan- 
dising approach if putting it to the 
test endangers his position. 

There is no success, however, that 
does not entail a relationship between 
the individual and others; so dissect 
your ideas with your colleagues and 
your assistants. 

First of all however, be sure that 
none of your ideas escapes your care 
ful consideration. Every idea, no 
matter how absurd it appears at first, 
should be given a chance to live. | 
know of any number of business men 
who are never without a notebook 
in which they jot down every idea 
that comes along. 

Collecting ideas is, in itself, a good 
idea. But nothing is more worthless 
than an idea that is not put to work. 

Give you ideas a chance to live! 
by Don Samson in Forbes, February 
1. 1939. 


Every Man 
His Own Sales Manager 


Below is listed a number of points 
suggesting a simple method whereby 
a salesman may analyze his job and 
organize it better. Find out every- 
thing you can on these points and 
your selling will be easier and more 
effective: 


1. Investigate your territory as to: 

(a) Present customers 

(b) New customers 

(c) Potential sales possible 

(d) How thorough is_ territory 
coverage 

(e) How much additional work 
would cover it thoroughly 

(f{) Special conditions in terri 
tory 

(g) Possible developments in ter- 
ritory—industrial, contractor, retailer 
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(h) Profitable and unprofitable 
customers—where is dividing line 

(i) Buying habits and preferences 
of customers and prospects 

(j) Products or lines easiest to 
sell and where 

(k) Products or lines most profit- 
able to sell and where 


2. Customer Relations 


(a) Good-will building 

(b) Service 

(c) Claims and adjustments 
(d) Reciprocity 


3. Competition 


(a) Competitors’ methods — and 
practices 
(b) Industry 


sales 


problems affecting 

(c) Trade association activities 
The Wholesaler’s Salesman, Febru 
ary, 1939, 


Flag Indicates 
Feed Pump Operation 


If necessity is the mother of inven- 
tion, then making the job easier is 
the father. On a steam-driven drill- 
ing rig in an oil field the fireman 
wanted to know that the boiler-feed 
pump was running, even when he 
was some distance away from it. 


He therefore set up a flexible staff 
with a white cloth on its top end 





and connected the staff to the crank 
of the lubricator, as in the figure. 
As long as the pump is running, 
the cloth is in motion and gives a 
positive indication of operation, that 
can be observed from any location. 
At night a spot light is placed so 
that it illuminates the cloth and 
makes it as effective an indicator 
during the night as in the day time. 
—from Power, February, 1939. 
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BLAST FURNACES, steel works 
and rolling mills are getting the regu- 
you know, new houses, 
new bridges, new buildings. Stop by; 
they should be looking crane 
cable, hoists, motors and controls, re- 
lining ladles 

fractories, painting up, and 
hold of the necessary small 
(That head cold from last month still 
hangs on. The Doe says rock-n-rye. 


Well, here’s how!) 


lar spring urge 
over 


furnaces and with = re- 
getting 


tools. 


AIR FIELDS are beginning to 

winter sinkholes 
buckets, picks, 
boots and such are called for. 


fill the 


wheelbarrows, 


shovels, 
rubber 


Some oF THE forthcoming 


steel will to makers of road 


chinery, agricultural 


go ma- 
implements and 
tractors. To keep going, they need 


mechanical transmission, welding 
equipment and rods, drills, tool bits, 
pneumatic or electric tools, and the 
of the equipment. 


(Achoo! Guess I need another snifter.) 


rest production 


Down Soutn, spring is awak- 
ening the motoring and traveling urge. 
Try garages and service stations on 
and _ toolkits, especially socket 
wrenches and screwdrivers, portable 
air compressors, lacquer-spray equip- 
ment and oil cans. And don’t forget 
buses and trucking companies, who'll 
take the same, only more so. 


tools 


MORE OF THE STEEL goes to 
hardware plants, which begin about 
now to stock up for the expected spring 
building boom. They use die sets, 


a 


©) “to 


The Greeks had a sign for Aries, the ram who ferried _— 
Phrixus over the Hellespont to get him away from his ‘ 


MARCH 21 TO APRIL 19—ARIES, THE RAM 


stepmother. A Hell of a lot of good that did the ram— Oy 

Phrixus sacrificed him to Zeus to celebrate the ferry ride. nee My, —— 

If yours is this first sign of the zodiac, you’re philosophical, 7 N . 

persistent, strong-willed, independent, versatile. BUTT, Eph = 
~ * v 


ram-like, you’re bossy, headstrong, hot-headed, resentful. 


In other words, Peddler, you're all BUTT! 


YOUR FORTUNE 


Aries, the Ram, Gives You Power Over These Sheep, Black and 
You'll Butt Your Way In. Here’s Where to Butt, and Why 


—PPPP PAL PEP LP 


punches, dies, drills, toolbits, grinding 
and buffing wheels, lacquer, screws, 
files and lots of machinists’ 
(Achoo! What again? Annuzzer spot of 
rock-n-rye, ol’ boy, ol’ keed!) 


tools. 


CLOTHING PLANTS from hats to 
hosiery, from millinery to shoes 
knitted underwear—hit their busiest 
month in April. You might drop in, 
and after getting the trade discount on 
a new suit, suggest friendly like that 
you're a purveyor of hose yourself— 
rubber hose, plus rope, chain, piping 
and insulation, counting devices, blow- 
ers and unit heaters. 





even 


BEFORE YOUR 
changes you into summer underwear, 
check to see if you’ve any fertilizer 
plants on your list. Stick a clothespin 
on your nose and walk in, suggesting 
shovels, rakes, hoes, brooms, staples, 
conveyor belting, idler pulleys, and 
such other items as may meet your 
eye. (Who said nose? That makes 
me a-a-hic-choo! Parzon me, bose you 
fellers. Have a Vil drink? ) 


OPTIMISM 


IF THERE'S A GLASS or pottery 
plant on your way, drop in. They’re 
shovel and bucket users, plus refrac- 


tories, piping, valves and fittings, in- 
sulation, tote boxes, trucks, racks 
grinding wheels (for glass edges), 


abrasive grain, cleaning rouges, ther- 
mometers and pyrometers, and such. 


S’POSE YOU RIDE STREET CARS, 
eh? Anybody in your town make ’em? 
Or interurban cars? Or railroad cars? 
Stop by—this is the time of year they're 
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buying. They take the whole list— 
everything from machinist’s tools to 
hoists, from paint to rivets, from elec- 
tric drills to brooms. (Boy! Zis type- 
writer has as many keyboards as a 
pipe organ! I need anozzir lil snifter 
to steady my nerves! ) 


EVERYTHING REQUIRES POWER, 
and everybody remembers it in the 
spring. Every year, makers of engines, 
turbines and waterwheels hit their 
peak in late April and early May. 
They get the same things we've noted 
above, plus toolbits, drills, reamers, 
and the whole gamut of small tools. 


BRASS, BRONZE, AND COPPER 
fabricators are going great guns now. 
Again, they’re users of all the small 
tools, plus tote boxes, skids, hoists, 
buffing wheels, spray guns. (Losht in 
a impenetrable forrish of typewriters 
need somemore rock-n-rye! ) 


Jusu (’scuse, please) for good 
measure, I should mention automobile 
plants, machine-tool builders, _rubber- 
goods makers and foundries. All of 
them hit their usual annual peak (peak- 
aboo to you, too, my fran) next month. 
They use the whole business (who 
caresh about businesh anyway?). Try 
stamped and enameled ware plants too, 
on die sets, spray guns, dies, punches, 
etc. nkhgy,.R (Compositor’s note—At 
this point in his manuscript, the old 
astrologer’s notes become indistinguish- 
able. There is distinct evidence of 
hiccups, incoherent offers to provide 
drinks, etc., but when we got there he 
was out———cold). —E.J.T. 




















WATCH YOU 


There’s a big difference between ta ing brush 
orders and selling the right brush for the job. 


The “Brush Conscious” Salesman of an 
Osborn Distributor sells brush performance 
by helping his customers select the right 
brush for the job. Repeat business comes 
automatically from satisfied customers. 


Standard Osborn Brushes are designed to 


meet a great diversification of industrial 


THE RIGHT BRUSH FOR THE 


USINESS GROW! 


needs, Each type of brush has its particular 
fields of usefulness. 


When a customer has a specific requirement, 
it pays to help him select the standard Osborn 
Brush best suited to the job conditions. 


The Osborn Catalog is planned to help sales- 
men select the right brush for the job. Use 
this Catalog as a “sales tool” and watch your 
repeat business grow! 


THE OS80RN MANUFACTURING COMPANY ¢ 
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¢ ilies CITY WAS CHOSEN AS THE SPOT 
FOR THE 1929 CONVENTION. THE 
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THE FINE MODERN QUAR- ESTABLISHED AND MAINTAINED. 

A TERSRECENTLY OCCUPIED HOT 

§%) BY THIS URAND-COMING rH 
HOUSE WAS GIVEN IN JAN. 
1939 ISSUE OF MILL SUP. 
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Deatus WERE ANNOUNCED OF H.C.LEMON, 

T PRES., MONARCH METAL CO. CHICAGO: WD 

RIMONT MFG. (O,, ROXBURY, BOSTON, MASS, RECENTLY ag ALEXANDER, PRES., NATIONAL SCREW & 
PURCHASED THE STILLSON WRENCH BUSINESS OF THE 4 MFG. CO, CLEVELAND; AND RE.STEELE, PRES. 
MOORE DROP FORGING CO. Ag AND MGR, THE INDUSTRIAL BELTING & SUPPLY 
“a a CO., SAN FRANCISCO. 
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TO HELP YOU SELL AMERICAN PLUS SCREWS! 
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e ads can help you once again make the screw busin 
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American PLUS S¢ rews. 
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’ 


There’s a tip for every manufacturer in the fastening 
device selected by Gillette Safety Razor Company for 


its new Dry Shaver. 


Herbert W. Bryan, Foreman of the Dry Shaver Division, 
says American PLUS Screws with the Phillips Recessed 
Head are “better than any others” for these reasons 


“They hold tighter, more lastingly.”” (That's 
why Gillette uses American PLUS Screws in 
the mechanism assembly. Vibration will not 


loosen them.) 


catches 


“They assemble faster — the driver 
(The ta 


quicker than with slotted screws.’ 


On all kinds of products~ from aircraft to furniture Amer 


ican PLUS Screws are providing stronger, more attractive and 
lower-cost assemblies. Reports from our customers indicate that 
they save an average of 50‘ , in assembly cost by changing over 
7 4&merican PLUS 





20-4 tn 


AMERICAN 


WITH THE PATENTED 


GAIN TIME GUIDE DRiverR 


Corrment vee 


AMERICAN SCREW COMPANY. PROVIDENCE, R.1 


U. S. Patents on Product and Method» Nos 046.343: 2,046,839: 2.046 840; 2 
. 2, . : 2, 4 
2,084,079; 2,090,338. Other Domestic and Foreign Patents Allowed and Pending 


slotted Heod and Ph lips Recesse Head WOOD Scr ws MACHIN CREWS 
c d eS) CRE E SCRE 


~~ AMERICAN 
PLUS SCREWS 


™ RECESSED HEAD 
GUARD worK 


082 085; 2,084,078; 


SHEET METAL SCREWS 


SS profitable with 


pered driver fits snugly into the screw’s re 
cess. No danger of the driver slipping. Faster 


driving tools are safe to use.) 


“They're not easy to tinker with.”” (An im 
portant feature for a product of this kind.) 


“They seem stronger than most screws, prob 
ably due to even pressure all around with re 
cessed design ~- no screws break.” (The shape 
and size of recess in Anterican PLUS Screws 
result of hundreds of tests to de 


are» the 
recess which would utilize the 


termine the 
driver's maximum turning power without sac 


rifice of strength in the screw head.) 


Tell your purchasing department that the 
higher price for American PLUS Screws 
is more than offset by far-reaching savings 


in assembly costs 


























CHICAGO Office & Warehouse 
219 West Randolph Street 


DETROIT OFFICE 
1010 Stephenson Building 


PACIFIC COAST Representative 
Osgood & Howell, Los Angeles, 
Seattle, San Francisco 


READING SCREW COMPANY 
Norristown, Pa, 
(Division American Screw Co.) 


STOVE LTS and complete lin f n ° * 
BOLTS a Go complete line o allied fastenin d 
e ’] v 5 
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A 
Frank Goodman, Cleveland district sales representative of Skilsaw, Inc., demonstrates a portable electric saw while E. W. Ristau 
(standing) Skilsaw's vice-president, and salesmen of the Strong Carlisle and Hammond Co., Cleveland, looked on with avid interest. 
Then, many of the S. C. H. boys stepped forward and handled this tool themselves. 


NEWS 


Demonstrate the Tool? 
Here's How to Do It! 


Frank Goodman, Cleveland dis- 
trict sales representative of Skilsaw, 
Inc., demonstrated a portable elec- 
tric saw while E. W. Ristau, Skil- 
saw’s vice president, and salesmen of 
The Strong, Carlisle & Hammond 
Co., Cleveland, looked on with avid 
interest. Then, many of the S.C.H. 





boys stepped forward and handled Charles J. Shaw (seated) who just resigned his position as general manager of the whole- 
this tool and other Skilsaw products sale department of the Barrett Hardware Co., Joliet, Ill., talking things over with his 
themselves. valued assistant and new general manager, Albert M. Steed. 


This feature was the highlight of 
a sales meeting which incorporated 
a dinner in the Hotel Cleveland, at 
which the S.C.H. sales force—in- 
cluding FE. E. Stvan, manager of the 
mill supply department, and Mr. 
Sharpe, head of the tool department 
—were Skilsaw’s guests. Discus- 
sions covered the construction fea- 
tures of Skilsaw tools and their 
markets, and the Skilsaw advertis- 
ing and merchandising program. 

“We like to teach distributors’ 
men to make their own demonstra- 
tions, and at a meeting like this 
some are always willing to step for- 
ward and handle the tools in front 
of the group,” says Mr. Ristan 
“This has a good effect on the re- 
mainder of the boys, for it shows 
how easy it is to demonstrate the 





In this general view of the executive and sales office of the Pulver Machinists Supply Co.., 
/ : Chicago, we see not only executives and members of the office staff, but three of the 
tools, and creates confidence in their outside salesmen busy on some homework. Back row, left to right: D. McLellan, account- 
own ability to handle the units when ant; Walter Goll, William Papke and Sanford Berg, salesmen. J. M. Berg, secretary, is 
a demonstration is called for by their in right foreground, while just back of him, at the center desk, is Fred S. Pulver, presi- 
customers.” dent. Harry A. Pulver, treasurer, is using telephone near window. 
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“From our experience, Hewitt transmis- 
sion belt surpasses any belt that we 
have ever used. It is a pleasure to have 


belts rendering trouble-free service and 


to know that they can be relied upon 


under any circumstances.” 
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Although Fred W. Copeland (left) resigned the presidency of H. Channon Co., Chicago, as of February | to head the Sullivan 


Machinery Co., Michigan City, Ind., he continues as a member of the Channon board of directors. 


R. E. Kramer (right) for many 


years close friend and business associate of Fred W. Copeland, succeeded him as president of H. Channon Co. and was elected to the 
board of directors. 





. - eo v 
Members of the Wisconsin Mill Supply Club attending the Wisconsin Retail Hardware 
Dealers’ Convention in Milwaukee bask in the flash of the MILL SUPPLIES camera while 
at lunch in the Plankinton Hotel. Flanking George Hemmingsen (Mohr-Jones, Racine), 
president of the club, who is seated in the center, are Frank Summers (John Pritzlaff 
Hardware, Milwaukee), left, and H. F. St. George (Shadbolt and Boyd, Milwaukee). 
Standing, left to right: John A. Camm (Camm-Blades, Milwaukee), W. C. Huchthausen 
(Huchthausen Co., Manitowoc), G. G. Jones (Mohr-Jones), Oscar Foerster (Frankfurth 
Hardware Co., Milwaukee), George V. Blades (Camm-Blades), Arthur Stange! (J. J. 
Stangel Hardware, Manitowoc), Roy Cordes (Cordes Supply, Milwaukee), K. M. Haugen 
(Schlafer Supply, Appleton), and Charles E. Curtis (Western lron Stores, Milwaukee). 


Factory Supplies Co. 
Established in Rockford 


Factory Supplies Company, a new 
organization for the distribution of 
industrial and construction supplies 
and equipment, has been established 
in Rockford, Ill., by B. O. Schmal- 
ing, D. A. Clay and R. C. Lenburg 
Offices and sales room are at 1414 
Seventh street. The company is in- 
corporated under the laws of the 
state of Illinois Factory Supplies 
will specialize in the sale of pro- 
duction supplies and equipment, ac- 
cording to Mr. Schmaling. Messrs 
Schmaling, Clay and Lenburg were 


Hardware Golfers Shift 
Annual Tournament Date 


Due to a change in the date of the 
Triple Convention Cruise, the fifth 
annual tournament of the Eastern 
Hardware Golf Association has been 
advanced to June 1, 2 and 3. 

The three-day tournament will be 
held, as previously decided at Vir- 
ginia Beach, Va. Full details of the 
playing schedule will be carried in an 
early issue. 


Wheeling Steel Buys 
Atlas Supply Co. 


Atlas Supply Co., distributor of 
Oil country supplies with headquart- 


ers at Muskogee, Okla., has been 
purchased by the Wheeling Steel 
Corp. No change in policy is con- 


templated. 

The Atlas organization will re- 
main under the direction of J. H. 
McDonald, president. 











tormerly with Mid-States Industrial 
( orporation ot Rockford 
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Err McGonegal, general manager of the McGonegal Manufacturing Co., East Rutherford 
strips down to shirt sleeves while demonstrating a Themac grinder at a sales meeting at 
Squier, Schilling and Skiff, Newark. 
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A Yale SELLING Story 


Stress safety—and you'll help the sale. This month we're doing just 
that with the illustration above. Appearing in leading trade publica- 
tions throughout the country—it is pointing out to your customers the 
safety value of the Steel Safety Hook. And is highlighting the point 
that both hook and hoist can be bought only through Yale distributors. 


Get the most out of this advertising cooperation. On your next hoist 
contact make it a point to mention the Safety Hook—explaining its 
three outstanding features: 


1) It gives visible warning when overloaded .. « opening 
slowly—without fracture—before any other part of the 
hoist is strained. 


2) It is guaranteed to stand up to 150% of its rated capacity 
without changing dimensions. 


3) It is swivelled on heavy duty totally enclosed ball bearings 
and swung fore and aff on a cross head—providing uni- 
versal movement at any angle. 


Then bring out the 10 points of superiority that has made Yale the 


largest selling chain hoist in the world. They’re 10 clinching arguments 


that do a selling job. 


Capacities: 
300 Ibs.— 40 tons 


oo OA ; E THE YALE & TOWNE MFG. CO. 
PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A. 


IN CANADA: ST. CATHARINES, ONT. * 
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Guaranteed to Equal any Hack- SSS 


saw Blade Made Today, on Any BYS'S"S% 
Job, Any Time, Any Place. Baas 


Cut for Cut, Blade for Blade, 


"THE WOLVES OF LENOX" 
Quality and Uniformity More 
Than Hold Their Own 


The Complete Line 
“HIGH SPEED" 
“MO-SPEED" 
“TUNGSTEN” 
“SUPER-FLEX" 


You BUILD Your PROFITS and 
PRESTIGE When You SELL 
LENOX WOLVES. 


AMERICAN SAW & MFG. CO. 


Springfield, Mass. 
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Pulver Machinists Supply Co., 
| Sanford, who is the son of Joseph M. Berg, 


This picture introduces Sanford Berg, latest 
| addition to the outside sales staff of the 


Chicago. 


secretary of the company, has been with 
Pulver for several years, assisting in the 
pricing department. Good luck and lots 
of orders, Sanford! 


C. J. Shaw Leaves Barrett 
Hardware; Al Steed Promoted 


Charles J. Shaw, one of the vet- 
eran supply men of the Chicago area, 
resigned his position as general 
manager of the wholesale department 
of the Barrett Hardware Co., Joliet, 
Ill., effective February 1. 

Barrett Company officials, who an- 
nounced the resignation with regret, 
stated that Albert M. Steed, who 
has been with the organization since 
1918, would take over Mr. Shaw’s 
duties insofar as managership of 
sales of the wholesale department 
are concerned. 

Mr. Shaw—‘Charlie,” as he is 
affectionately known by his hosts 
of friends in the industry—joined 
the Barrett Hardware Co. in De- 
cember, 1907, going there from 
Braddock, Pa., where he had been 
employed by a retail hardware con- 
cern. Charlie’s first job with Bar- 
rett Hardware, which was then pri- 
marily a retail hardware organiza- 
tion, was in the cost department. 
He soon saw the possibilities in the 
industrial and wholesale fields, and 
in 1909, with the sanction of com- 
pany officials, commenced to develop 
this phase of the business. Under 
his leadership the department grew 


| to the point where today it accounts 


for approximately 75 per cent of 


| the company’s business. 


In 1924 Mr. Shaw was made gen- 
eral manager of Barrett Hardware, 


| and in 1937, when the industrial and 
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 WETAL CUTTING TOOLS AT WORK 


Quality and Correct Drill Design always are requisites 
for economical drilling of Oil Holes in Automotive 
Crankshafts such as this. 


NATIONAL Drills were selected again on a time and 
cost per hole basis. 
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REMINDER 


to INDIANAPOLIS 
BRUSH AND BROOM DISTRIBUTORS 











Now that you 
are looking at this ne 


how about letting it serve 

you as a reminder to ask 

your customers today as 

to their Brush and Broom 
NEEDS 














There is a lot of money being spent for brushes and brooms 
today—there’ll be a lot more spent tomorrow—brushes and 
brooms ARE used—sales ARE made—distributors ring up 
the cash register with profit—that’s why this reminder is 
made to you—THINK of the places you can call on—of the 
old customers just ready to place an order—of the new cus- 
tomers you can make. 


CAPITAL “RED CAPS” have established a fine reputation 
for themselves because of high quality manufacture. Our 
distributor policy includes protection, sales assistance, and 
good profit margins—we look after the distributor’s interests. 


Indianapolis Brush & Broom Mfg. Co. 


Corner Brush and Broom Sts. Established 1890 Indianapolis, Ind. 
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wholesale distribution activities of 
the company were separated from 
the retail and moved to property 
purchased by Barrett at Henderson 
Avenue and Jackson Street, Mr. 
Shaw was placed in charge of the 
wholesale department. 

Charlie Shaw was active in the 
affairs of the National Supply and 
Machinery Distributors’ Associa- 
tion, Central States Mill Supply As- 
sociation and the Chicago Mill Sup- 
ply Association. He served for 
three years as treasurer of Central 
States. 

Mr. Shaw and his wife are spend- 
ing a vacation of a few weeks in 
Florida. Otherwise, he has made 
no definite plans for the future. He 
can be reached by his friends 
through his home address, 1000 
Black Road, Joliet. 

Although Mr. Steed did not join 
Barrett Hardware as a regular em- 
ployee until his graduation in June, 
1918, he had worked for the com- 
pany after hours and during vaca- 
tions while he was a high school 
student. Al worked up the rungs 
of the ladder and for the last sev- 
eral years has been in charge of 
the city desk in the wholesale de- 
partment. He has been a valued 
assistant to Mr. Shaw and has re- 
lieved the latter of some of the many 
responsibilities of his position. 


A. M. Johnson Recovering 


A. M. Johnson, sales representa- 
tive of the Greenfield Tap and Die 
Corp., who was stricken with illness 
while on a trip to Minneapolis a few 
weeks ago and brought to St. Jo- 
seph’s Hospital in Milwaukee, has 
returned to his home in Wawatosa, a 
Milwaukee suburb, and is _ steadily 
recovering. 





V. L. Houston (left) salesman for the 
Riechman-Crosby Co., Memphis, Tenn., is 
presented with a handsome Gladstone bag 
by L. A. Stevens (right) of the We:ting- 
house Lamp Co. as winner in a contest. 
The contest ran from August |, 1938 to 
February |, 1939 on strictly new lamp 
business and contracts. Mr. Houston, 
who has been with the company since 
October stepped up over eleven salesmen 
and won the prize. 











O YOU run into tough jobs on mechanical 
rubber goods — installations where you have 
to be right or lose out with the account? As a 


Goodyear distributor you'd have the help of the 


most authoritative manuals in existence on the appli- 


cation of all types of hose and belting 
—exact technical information for 
figuring sizes, weights, plies, tensions, 


horsepower and capacities to 


THE GREATEST NAME 


CEMTEMMIAL OF 
CHARLES COODYEAR'S 
DISCOVERY OF 
VULCAMIZATION 


These “how to figure it” 
manuals help distribu- 
tors make more sales 
with Goodyear Rubber 


insure a 100% satisfactory sale. That is one of the 
reasons why Goodyear distributors get so many 
of the big volume, big profit jobs — they are 
equipped to make sound recommendations based 
on the latest engineering data. If you are not a 
Goodyear distributor, why not see if your terri- 
tory is open? Write Mechanical Goods Sales Depart- 
ment, Goodyear, Akron, Ohio, or Los Angeles, 


California. 


IN RUBBER 
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FOR VERSATILE HOISTING 


Ul tu 






SHOWN ABOVE 


500 pound Comet 
$130 

OTHER CAPACITIES 

250 Ib. Comet . . $130 

750 tb. Comet . . $155 

1000 Ib. Comet . . $155 


If you think electric hoists are too expen- 
sive or cumbersome — then change your 
mind, right now! The new COMET changes 
old ideas— it's a light weight, heavy-duty hoist that your men can 
shoot about the plant to handle those numberless lifting jobs that 
take costly time and tire workers out... Here's new speed, new 
portability, new handling versatility—all at a new low price level. 
From receiving to shipping department, the new COMET is a de- 
pendable short-cut to stepped-up efficiency. Literature on request. 


CHISHOLM-MOORE HOIST CORP. 


(Division of Columbus-McKinnen Chain Corp.) 
120 FREMONT AVENUE TONAWANDA, N. Y. 


> COMETS 
——E 
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Beals, McCarthy & Rogers 
Promotes Four Executives 


With the creation of the new posi- 
tion of chairman of the board, which 
Charles P. Rogers, president of 
Beals, McCarthy & Rogers, Buffalo, 





J. F. ROGERS C. P. ROGERS 


Blank & Stoller 





G. F. EVANS E. F. McCARTHY 


N. Y., steps into, four other execu- 
tives of the firm moved into higher 
posts. 

The newly elected president is J. 
Frederick Rogers, son of the former 
president who has served as _ vice- 
president. Mr. Rogers started with 
the company in 1924. He is a well- 
known figure in mill supply circles 
and a former president of the Ameri- 
can Steel Warehouse Association. 

George F. Evans has been named 
vice-president and treasurer. He 
started with the company in 1905 as 
a bookkeeper and was most recently 
general manager of the organization. 

Eugene F. McCarthy, secretary and 
treasurer has been made vice presi- 
dent and secretary. 


Historic Distributor Ad on 
Display at Smithsonian Institute 


Cameron & Barkley Co., Tampa, 
Fla., distributor, recently gave a 
photostatic copy of an advertisement 
they ran in the Tampa Morning 
Tribune, January 4, 1914, to the 
Smithsonian Institute, the national 
museum at Washington, D. C. 

Cameron & Barkley Co. was the 
recipient of the first order placed 
by the world’s first commercial air 
line. The advertisement calls at- 
tention to the order for machinery 
placed by Mayor Pheil who made 
the flight with the pilot. A 110 hp. 
Bessemer engine was ordered and 
was featured in this ad. 

Glen B. Jennings, manager of 
Cameron & Barkley has been of 
considerable help to the Smithsonian 
Institute in assembling data regard- 
ing this first commercial flight. 























BLACKHAWK PRODUCTS BRING 
































be | 
pe A 
t 
pit 400 *.. am Wa. 
nd ~ acioP” and “POFes, Lill Set 
od ce ywoP 4 eX Po WO qe’ vy tot 
Be” exo) ee: stepson sci os 
ore rere a monl® and Potor ast Gore BONS 
comme Nae io. Be 08 “ae,cee foe Oe 
pane ai 
cus and® . est? ,ob- yore < Sees: weneret, ettet 
= oot on see rena" oriet Reger Os, sl 













Stee rang 4 













- aX ane 
gurl . 4o = oo 
par pet ie Ss 
youd past ace 
C ot picket 
W RE Cox Pras SOs ts 
vt) q 
1999 mae 
SOLD THROUGH ESTABLISHED ae a om 
cls 


INDUSTRIAL SUPPLY HOUSES 
we” 
B LACKHA ae K aoe 
passer? 


MILL SUPPLIES ® MARCH 10, 1939 47 





\ PARKER’S 


NEY RODUCTION VISE 








A REAL SALES AID 
STIMULATE VISE BUSINESS 


A time saving element in assembly work, produc- 
tion filing, burring or any repetitive operation. 
This vise has a cam action on the slide and screw 
with a throw of 4”. 


Open the vise (by turning the knob in front of 
handle) approximately %’ more than width of 
piece to be held. Lock the screw by means of the 
thumb screw at the end of the screw. 


Turn handle to upright position and insert the 
piece—a slight touch of the handle—the vise is 
locked! Release by a mere touch of the handle. 


FOUR SIZES—STATIONERY and SWIVEL BASE 


Superintendents, Production Engineers as well as 
Purchasing Agents will be interested in this new 
vise. 


A Demonstration Will Result in Orders 


THE CHARLES PARKER CO. 
MERIDEN, CONN., U.S. A. 
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Shadbolt President 
Host to Factory Salesmen 


Price M. Davis, president of the 
Shadbolt & Boyd Co., recently em- 
ployed a unique method to show his 
company’s feeling of good fellowship 
with representatives of manufactur- 
ers whose lines the big Milwaukee 
supply house handles. 

Mr. Davis was host to 16 of these 
representatives at a dinner, at which 
wild duck was the piece de resist- 
ance, at the Plankinton Hotel. 
Everything was “done up brown.” 

Mr. Davis, who acted as_ toast- 
master, called upon the manufactur- 
ers, in the friendly spirit of the oc- 
casion, to express themselves ireely 
with frank criticisms “for the good 
of the cause” and suggestions as to 
means by which greater cooperation 
between manufacturer and distribu- 
tor might be secured. As a result 
of his hearty invitation, numerous 
constructive ideas were advanced by 
the manufacturers’ representatives. 

This affair was strictly a party 
for the manufacturers’ men, the only 
representatives of the Shadbolt and 
Body Company, besides Mr. Davis, 
who were present being H. F. St. 
George, vice-president and manager 
of the mill supply department; H. C. 
Norman, vice-president and_ sales 
manager, and F. Hamilton Suter, 
vice-president and manager of the 
automotive department. 

The dinner attained another new 
high in demonstrating the desire of 
progressive industrial supply houses 
to cooperate to the fullest extent 
with the representatives of their 


manufacturers in the promotion of 
successful business relationships. 





J. A. Riechman (left) president of the 
Riechman-Crosby Co., Memphis, Tenn., 
congratulates C. W. Hoover, Jr., (right) 
as he starts on his first job as salesman. 
Although he has been with the company 
about a year, Winston has shown remark- 
able ability in the selling end, and was 
selected to represent the company in 
Northeast Arkansas and Southeast Mis- 
souri. 














“aTEINS ALWAYS anecae~ 


STEEL TO CUT STEEL 


If your shop prefers molybdenum hack saws to 
Atkins “Silver Steel”, we make them in the same 
tooth designs—same factories—same manufacturing 
standards, processes and skill—only the ends are 
identified with yellow instead of blue. 


On iron, brass, bronze, in fact any hardness all 
the way Up through modern special steels, these 
two Atkins Hack Saw types perform about equally, 
and will cut each other. But when it comes to the 
toughest jobs some mechanics prefer one, while 
others are equally sure the other is “a little better” 


It is beyond our scope as manufacturers of both 
to take sides in a difference of opinion so fine. It 
is enough that the fortunate combination of metals, 
methods and designs, have produced not only one 
outstanding type of saw but two to choose from. 
Try both and whether or not you notice a differ- 
ence, you will notice improved performance with 


both Yellow Ends and Blue Ends. 


E. C. ATKINS AND COMPANY 
420 S. Illinois St., Indianapolis, Ind. 


CBM MOL West Sov 
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Nearly a Half 
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Trap Purchasers 
Read Yarway’s 
Powertul 
Advertising 
im these Leading 
Steam Papers 
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No Wonder Yarway 
is the Trap Leader 
in Supply House Sales 


‘ 
eS 


YARNALL-WARING CO. 
Mermaid Place, Philadelphia 


Torkel Korling 


District managers of the Chicago-Latrobe Twist Drill Works took advantage of their 
presence at the home office in Chicago for conferences recently to study many interest- 


ing features of the company's modern plant. 


‘dere they are pictured viewing the test 


of drills made in the company's up-to-date laboratory to determine cutting efficiency 


and accuracy. 


Left to right—F. W. Archer, C. W. Krueger, Operator, H. B. Bower, 


R. J. Cogswell, vice-president; H. J. Cogswell, president; W. B. Duncan, C. E. Jacob- 


sen (right foreground). 


SS 


BEAVER PIPE Jools 


WARREN OHIO 


Even the Army turned out for the Perth Amboy Hardware Co.'s industrial show at Perth 


Amboy, N. J. 


Here Sergeant Frank Shanks of the Raritan Arsenal, gets a few pointers 


on a Beaver pipe cutting and threading machine from Paul Knauff (pointing) district 
manager for Beaver Pipe Tools 


Scallan Supply Adds 
Four to Sales Staff 


Scallan Supply Co., Cincinnati, 
Ohio has announced the addition of 
A. M. Eisen, E. E. Elder, C. J. 
Solsman and A. F. Tieman to its 
sales organization. 

All of the new Scallan men are 
former members of Doerman- 
Roehrer Co. of Cincinnati. 
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Blackstone of Dilworth Co. 
Speaks Before Engineers Group 


At a meeting of the National As- 
sociation of Practical Refrigerating 
Engineers, E. C. Blackstone, vice- 
president of J. E. Dilworth Co., 
spoke. Mr. Dilworth made a very 
impressive talk on “V-Belt Drives.” 
His talk was illustrated with working 
models and other display items. 





1. UNIFORM 


In metallic structure, dimensional ac- 
curacy, strength, ductility, and corro- 
sion resistance, NATIONAL Pipe is 
strictly uniform. 


NATIONAL PIPE 2. STRONG and DUCTILE 


[hese qualities are “built into” Na- 
TIONAL Pipe through a system of close 


metallurgical control, all the way from 
RY), LIS llsers ore to finished pipe. 
3. EASY to THREAD 


Smooth, full, strong, easily made 
threads are an important advantage 
of using NATIONAL Pipe. 


4. EASY to FLANGE 


This pipe flanges without loss of ma- 
terial, time, or labor; a feature which 
practical men appreciate. 


5. MAKES SOUND BENDS 


Contractors report making hundreds 
of sharp bends with NaTionat Pipe, 
without buckles, splits, or open welds. 


6. MAKES SOUND JOINTS 
A pipe is only as good as its joints. 
That’s why workmen who have welded 
or coupled thousands of joints enthu- 
siastically endorse NATONAL. 


7. Available in COPPER-STEEL 
Introduced over 25 years ago, Na- 
TIONAL is the original Copper-Steel 
Pipe. Resists atmospheric corrosion 2 
to 5 times more than ordinary pipe. 


8. Available in DUROLINE 

Lined with an impervious material, 
this pipe resists the attack of corrosive 
water or other fluids that would quick- 
ly rust out unprotected metal pipe. 


9. RETARDS CORROSION 
Butt-weld sizes 2 to 3 in. are totally 
freed of mill scale by the Scale Free 
Process. All sizes 4 in. and less are 
Spellerized. Both processes reduce 
corrosion. 


10. THOROUGHLY TESTED 

At every stage in production, Na- 
TIONAL Pipe undergoes thorough tests 
and inspections, resuiting in impec- 
cable quality. 


NATIONAL TUBE COMPANY 


GS) PITTSBURGH, PA. 
Columbia Steel Company, San Francisco, Pacific Coast Distributors 


* United States Steel Products Compens, New York, ee Distributors 


“A MONA 7 UBE { 0 
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“METALITE’ DISCS 


(Fibre Combination) 


Sanding at /.6 miles a minute! 


That’s what the modern portable machines will do; 
that’s the surface speed a good disc must stand. And 
“Metalite”’ Discs are built to stand it! 





The world’s most famous grinding wheel mineral — 
Norton’s Alundum Abrasive — sharp, tough, endur- 
ing, held in vice-like adhesive on a hard, springy 
combination backing of gray fish fibre and best 
American drills— 


Just one of a complete line of outstanding products 
of our up-to-the-minute plant and laboratory facili- 
ties, devoted exclusively to the manufacture of qual- 
ity coated abrasives since 1872— 


That’s a ” Metalite” Disc! 


Also available in “ resinized’’ bond for sanding with 
water to reduce dust hazards, overheating and load- 
ing—an innovation which has proven incomparable 
in its results. 


BEHR-MANNING 


(DIVISION OF NORTON COMPANY) 


TROY, N. Y. and 15 BRANCHES 


NORTON ABRASIVES 
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Pahi and Miltenberger 
Join Masback Hardware 


With the discontinuance of the 
wholesale hardware, tool and mill 
supply division of Hammacher, 
Schlemmer, New York City, August 
Pahl and Charles Miltenberger have 


AUGUST PAHL 


become members of the recently en- 
larged industrial department of Mas- 
back Hardware Co., New York City. 

Mr. Pahl was affiliated with Ham- 
macher, Schlemmer for more than 50 
years and is a well-known figure in 
the hardware and mill supply field. 
Mr. Miltenberger joined the Mas- 
back organization after 35 years with 
Hammacher, Schlemmer. 

Masback Hardware Co. recently 
added a nine-story building directly 
adjoining its present quarters. Al- 
terations are being made on the ad- 
dition and the combined buildings 
will give the company a total of 150,- 
000 sq. ft. of floor space. 


At the “diggin's."’ Time out for a snap- 
shot of F. F. Thomson, vice-president 
and general manager of the Thomson- 
Diggs Co., Sacramento, during a per- 
sonally conducted tour of old 
dredging operations for a visiting editer 
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WILLIAMS’ DROP-FORGED . 


CLARIPS 























FOR EVERY SHOP AND TOOL-ROOM 


Not only is Williams’ Clamp line complete, but 
every type is designed and made to perform its 
particular job unusually well. All are drop-forged 
and heat-treated to Williams’ exacting specifica- 
tions. They assure you the utmost in dependable 
performance and long life. 


Williams’ “C” Clamps, in 5 complete lines, pro- 


J. H. WILLIAMS & CO. 


HEADQUARTERS FOR 
“C” CLAMPS PIPE VISES 


NEED 


vide a wide variety of sizes, 34 to 18” gap, for 
heavy, medium and light service. 

Williams’ Machinists’ Clamps, with parallel jaws, 
in 4 sizes—1 to 4” gap. Williams’ Strap Clamps are 
far more efficient than any makeshift device; 6 
different types (2 illustrated). 

The Williams line offers a real profit opportunity. 
Get the full facts. 


42 LAFAYETTE ST., NEW YORK 


PIPE TONGS THUMBNUTS& HOIST HOOKS EYE BOLTS 
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IN Css) PILLOW BLOCK 
AND BEARING SALES 


AHLBERG LINE 


WITH THE 
COMPLETE 








3025 W. 47th STREET 


* All types ot bearings 
are used in equipment 
today—no one type pre- 
dominates—all types are 
needed for replacement. 


* The distributor who 
can supply the demand 
for whatever is required 
has the advantage. He 
makes more sales — he 
becomes bearing head- 
quarters. 


* Ahlberg distributors 
can supply the needed 
bearing oftener because 
—they have more types 
available to them — they 
have a branch stock close 
to them — they have 
bearing specialists — fa- 
miliar with all bearings— 
ready to help and advise 
them. 


* Write today for de- 
tails and address of the 
nearest branch. 





AHLBERG BEARING COMPANY 


Manufacturers of Gi Ball Bearings 


CHICAGO, ILLINOIS 
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Annual Bluefield Exhibit 
Scheduled for August 


The fifth annual Southern Appala- 
chian Industrial Exhibit will take 
place this year August 17, 18, and 
19, in the Norfolk & Western Freight 
Terminal, Bluefield, W. Va. 

The exhibit is sponsored by the 
Pocahontas Electrical & Mechanical 
Institute whose membership consists 
of local coal operating officials, elec- 
trical engineers, mechanical engi- 
neers and master mechanics who are 
directly associated with the coal in- 
dustry. 

Last year over 150 exhibits were 
on display. Probable displays of 
distributors this year include Banks- 
Miller Supply Co., Huntington, W. 
Va.; Bluefield Hardware Co., Blue- 
field; Bluefield Supply Co., Bluefield: 
Persinger Supply Co., Williamson, 
W. Va.; Princeton Foundry & Sup- 
ply Co., Princeton, W. Va., and 
Superior-Sterling Co., Bluefield. 


Brisbin to Head Motor 
Manufacturers’ Group 


At a recent meeting of the board 
of directors of the Motor and Equip- 
ment Manufacturers’ Association, 
Donald S. Brisbin was elected presi- 
dent for 1939. Mr. Brisbin is vice- 
president of Columbus-McKinnon 
Chain Corp., at Tonawanda, N. Y. 
Other officers elected to serve this 
year are: Vice President, David H. 
Daskal, Perfection Gear Co.; Secre- 
tary, J. H. Cattell, Warner-Patterson 
Co., and Treasurer, Clyde P. Brew- 
ster, K-D Mfg. Co. 


At ease! Well, only for a moment— 

while the camera did its work—for 

Charles T. Jones, president of the Capen 

Belting & Rubber Co., St. Louis, finds 

few moments for relaxation during his 
busy work day 
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WHEN YOU SELL ACCO CHAIN 


@ When you sell ACCO Chain you give your customers more than merely 
good chain. You give them protection for life and limb, protection for mo- 
rale and protection for profits. You give them assurance that their jobs will 


be done safely, efficiently and economically. 


@ The ACCO Chains you sell are made as well as we have learned to make chains 
through many years of experience. They are made of the finest selected materials —by 
the most improved methods—and to the most exacting quality standards. They assure 
you repeat business. 
SELL ACCO QUALITY in American Chains, in Tru-Lay Preformed Wire Rope, in Wright Hoists, Cranes and Trolleys, 
in Page Welding Electrodes, in Reading-Pratt & Cady Valves and in ACCO Malleable Castings. 

AMERICAN CHAIN DIVISION « BRIDGEPORT, CONNECTICUT 





AMERICAN CHAIN & CABLE COMPANY, Inc. 





AMERICAN CHAIN DIVISION @ AMERICAN CABLE DIVISION e ANDREW C. CAMPBELL DIVISION e FORD CHAIN BLOCK DIVISION © HAZARD WIRE ROPE 
DIVISION e HIGHLAND IRON AND STEEL DIVISION e MANLEY MANUFACTURING DIVISION ® OWEN SILENT SPRING COMPANY, INC. e PAGE STEEL AND 
WIRE DIVISION @ READING-PRATT & CADY DIVISION @ READING STEEL CASTING DIVISION ¢ WRIGHT MANUFACTURING DIVISION @ IN CANADA: DOMINION 
CHAIN COMPANY, LTD. @ IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. e THE PARSONS CHAIN COMPANY, LTD. e I” Business for Your Safety 
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—sell easily not just be- 
cause they are so bril- 
liantly trademarked,— 
that helps a lot—but, 
because they have the 
metal cutting teeth that 
put them at the top of 
first quality files. 


We sell through 
selected distributors. If 
you are in an open terri- 
tory write for our Dis- 
tributors Plan. 


SIMONDS 


SAW AND STEEL CO. 


Established 1832 
FITCHBURG, MASS. 
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Edward N. Stern, partner in the well- 
known Mill & Stern Supply Co., San 
Francisco, obligingly posed for this 
"shot" from one of MILL SUPPLIES’ 


cameras 





Copeland Joins Sullivan; 
Kramer Heads H. Channon Co. 


Fred W. Copeland has resigned 
as president of the H. Channon Co., 
Chicago, to accept the presidency of 
the Sullivan Machinery Co., manu- 
facturer of mining and contracting 
machinery, with headquarters in 
Michigan city, Ind. He continues 
a member of the Channon board of 
directors. 

Mr. Copeland, whose resignation 
became effective February 1, has 
been succeeded as president of the 
Channon organization by R. E. 
Kramer, for many years his close 
friend and business associate. Mr. 
Kramer was also elected a member 
of the board of directors. 

In joining the Sullivan Machinery 
Company, Mr. Copeland returns to 
a company rich in his family tradi- 
tions and one which gave him his 
own entire business experience prior 
to joining the H. Channon Co. His 
father was president of Sullivan 
Machinery from 1892 to 1928, and 
the success of his administration is 
attested to by the fact that during 
that period the company’s capitaliza- 
tion grew from $300,000 to $10,- 
000,000. 

Fred Copeland joined the Sulli- 
van organization in 1913, immedi- 
ately following his graduation from 
Harvard. He commenced his career 
with Sullivan in the factory and 
worked up the tough way, serving 
successively as a drill demonstrator in 
the mines, salesman, member of the 
export department, manager of that 
department, vice-president and vice- 
president and controller. He held 
the latter position when, in 1934, he 
left Sullivan to assume the presi- 
dency of the H. Channon Co. 

Fred’s many friends in the indus- 
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“Pilot” 
Sight Feed Ol! Cup 


ESSEX 


THE LINE OF WIDE 
SALES OPPORTUNITIES 
AND GOOD PROFITS 


ESSEX products and lubricating 
knowledge are known from one 
end of the country to the other. 
ESSEX makes lubricating devices 
for every class of service and 
each type has distinctive design 
features. Our reputation is the 
sales opener—our quality prod- 
ucts are the sales makers— 
satisfied customers are the foun- 












Glass Body 


trial supply field regret greatly his 
leaving it. Not only did the Chan- 
non company benefit very definitely 
from his leadership; organized effort 
in the field was also the gainer by 
his activities. He served two highly 
successful terms as president of the 
Central States Mill Supply Associa- 
tion, and one as president of the 
Chicago Mill Supply Association. 
He was filling an unexpired term 
as a member of the executive com- 
mittee of the National Supply and 
Machinery Distributors’ Association, 
representing the fourth area, when 
he resigned the Channon presidency. 

“Pat” Kramer was graduated as a 
mining engineer from Carnegie Tech 
in 1924. Between his freshman and 
sophomore years in college, he spent 
two years in the gold mines of Peru 
for the Inca Mining & Development 
Co. Following his graduation from 
Carnegie, he served for a time as a 
salesman for the Wallace & Tiernan 
Co., Newark, N. J., manufacturer of 
chlorine control apparatus. 

Mr. Kramer joined the export de- 
partment of the Sullivan Machinery 
Co. January 1, 1925. He was sales 
representative for Sullivan in Mex- 
ico City for three and a half years 
and then served the company as 
manager for the Far East, with 
headquarters in Tokio, Japan, until 
1933, when he returned to this coun- 
try to take a position in Sullivan’s 





RED sas DANGER 





dation of a substantial lubricat- 
ing device business for you. We 
make the opportunities — you 
make the profits. Investigate 
ESSEX today! 


export department in the Chicago | 
office and later to do engineering 
and development work at the com- | 
pany’s plant in Claremont, N. H. | 
In 1935, Mr. Kramer joined his L 2 te T E R N $ 
was at first engaged in commercial | B © S$ A & = T Y 
research work for Channon, subse- | rin q 
quently became sales manager, and | 


on July, 1938 was named vice-presi- | @ SUDDEN 


dent. 


old Sullivan associate, Fred Cope- 
land, at the H. Channon Co. He 








emergencies promptly 

require installation of a warning 
signal that danger lurks ahead. The 
warning signal MUST be maintained 
until the hazard has been corrected. 
No such protection can be more 
quickly accomplished than through the 
use of DIETZ RED LANTERNS. 


No protection says ‘'STOP! 
DANGER", like the bright light of a 
red — DIETZ. No rain or wind 


AIR PISTOL 
BLOW GUN 


| 
ESSEX 3} 
BRASS CORPORATION 2 | 


2000-2006 Franklin St. 
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can blow it out—no faulty construc- 
§ DETROIT MICHIGAN 2 | tion will compromise safety once a 
> Mfrs. of “Michigan Lubricators,"" "General DIETZ is on the job. 

2 Brass'’ Water Gauges, ‘Essex’’ Brass Goods 





Sell SAFETY—Sell DIETZ. 


We make: 


Sight Feed Lubricators 
Plain Lubricators 
Hand Oil Pumps 

Oil Cups 

Plural Oilers 


Also DIETZ ROAD TORCHES 


Sight Feeds 

Grease Cups 

Oil Gauges 

Water Gauges 

Oiling Devices 

Blow Guns—Air Pistol Blow Guns 
Air Cocks, etc. 








on eo ew Ae ee 
NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD 
Founded 1840 


Guy W. Smith holds out “across the 
bay" in Oakland, where he is manager 
| of the Oakland Hardware Co., branch 
| of the A. J. Glesener Co., San Francisco 
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MILLERS FALLS COMPANY 


58 


ONLY “79, 


A GREAT NEW Y 
DRILL ata 

NEW LOW 

PRICE 


No. 660, 1/4”. 
Weight, 4'/. pounds. 
Length, 12 inches. 

R.P.M., Full load, 1500 








MILLERS FALLS 
TOOLS 


can’t be beat. 


Stock a supply of No. 660, and offer it for free trial in 
your customers’ plants. The demand is there already; 


watch ’em eat it up. 


GREENFIELD, MASSACHUSETTS 
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Here’s high power and low 
price, an unbeatable combination 
for satisfaction and profitable 
production. It’s Millers Falls new Electric Drill No. 660, 
designed from stem to stern as a practical }” utility unit 
of outstanding value. No. 660 is ideally suited to a 
thousand jobs in automotive, plumbing, electrical, wood- 
working, heating, ventilating, and general maintenance 
work. And power? It will sink 4” holes in mild steel 
at the rate of two inches per minute! At $19.95 list it 


D. C. Swander, jr., New 
Secretary Columbian Vise 

At a meeting of the board of di- 
rectors, Dan C. Swander, jr., was 
elected secretary of the Columbian 


A familiar figure at distributor industrial 
shows, Dan Swander, jr., stands before 
one of his company's exhibits. 


Vise & Mfg. Co. This promotion 
follows his fine work in the sales de- 
partment for the last four years. 

Re-elected officers of the company 
are: Dan S. Swander, president; 
H. F. Seymour, vice-president, and 
A. F. Munhall, treasurer. 


Valuable Prizes Offered 
in Jenkins Valve Contest 


Seven all expense trips are being 
offered by Jenkins Bros., New York 
City in its “Veteran Valve” contest 
which opened March 1, and closes 
May 14. 

Any qualified distributor and his 
salesmen are eligible in this contest 
the subject of which is, “The Out- 
standing Example of a ‘Veteran’ 
Jenkins Valve Installation”. Any 
Jenkins valve that is a noteworthy 
installation from the viewpoint of: 
length of service, severity of service, 
and cost of maintenance can be called 
a “veteran.” 

The country is divided into seven 
contest areas corresponding with 
the firm’s branch office territories. 
They are: Atlanta, Boston, Chicago 
(east), Chicago (west), New York, 
Philadelphia and Metropolitan New 
York City. 

First prize in each contest area, 
exclusive of New York City, will be 
an all expense tour for two people 
via airplane to New York with a 
six-day stay at the Waldorf-Astoria 
and a visit to the World’s Fair and 
other entertainment centers in New 
York. 

The winner of the prize in the 
Metropolitan New York City area 
will receive an all expense nine-day 
cruise for two people, visiting Que- 
bec, Montreal and Nova Scotia. 
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ODGE'S aggressive Sales Pro- 
motion Program is designed to 
build sales constructively . . . It is 
conveying messages of vital impor- 
tance to the key-men of industry 
who are influential factors in the 
purchase of power transmission 
equipment. Certainly, those distrib- 
utors who dove-tail their personal 
sales efforts with this program 
will be... “Pointed for Profit.” 


DODGE MANUFACTURING 


CORPORATION 
MISHAWAKA, INDIANA, U. S. A. 


= Dodge Modern Group Drive in o Mid-Western Metal working plont 

hos stepped up production and cut costs ... For example: in one group six 
machines are operated by a 7'/2 H.P. motor. To take care of peak loads 3 H.P. 
motors on each machine would have been necessory had individual drives 
been installed, which would hove mode 18 connected horsepower insteod of 
72 HP. Besides the cost of these six motors it would have been necessary 
to add the price of six controls, switches and proper wiring. Friction losses 
ore eliminated by the use of Dodge-Timken Hanger Bearings. These are 
supported in pressed steel 4 pt. Hongers which applies to countershafts os well 
as lineshafts. The use of standord split cast iron, and steel pulleys along with 
compression couplings made keying of shafts unnecessary . . . “The Right 
Drive for Every Job” . . means free flowing power . . it typifies Dodge . . Be- 
cause in the Dodge line is found a complete and ical solution for every 
transmission problem ...In every industry Dodge-engineered and Dodge-built 
power drive units are serving to make operations smoother at lower costs. 


DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA, U.S. A. 













































































when planning anew plant when adding a new department 








We have a Policy... It’s definite 
Planned to help you make money 


WITH GARDNER-DENVER 
CENTRIFUGAL PUMPS! 


@ “What's your policy?” That's one of the 
questions you'll probably ask when we sit 
down to talk about your handling Gardner- 
Denver centrifugal pumps. And we'll tell 
you—frankly and fully—about the Gardner- 
Denver policy that protects distributors . . . 
makes it easier for them to profit . . . puts 
them a step ahead in the pump business. 
Then you'll want to know about our products 
—and we'll show you, with iacts and figures, 
why Gardner-Denver centrifugal pumps 
practically sell themselves on performance 
and cost-saving records . . . why these 
better designed centrifugals have started a 
new buying urge in the pump business. And 
remember, there’s a wide line of Gardner- 
Denver centrifugal pumps for practically 
every requirement... a market right at your 
doorstep. Let's discuss the profit possibilities 
of Gardner-Denver centrifugal pumps for 
YOUR business. Drop us a line and let us 
know when we can get together! Gardner- 
Denver Company, Quincy, Illinois. 


Gardner-Denver Close-Coupled Centrifugal Pump 
—one of the comprehensive Gardner-Denver cen- 
trifugal line. 
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Tate, Melius Advanced; 
Schutz Now With Delta 


James Tate, until recently adver- 
tising manager of The Delta Manu- 
facturing Company, Milwaukee, has 
been made director of sales and ad- 





Left to right—Robert P. Melius, James 
Tate, Walter E. Schutz 


vertising and placed in complete 
charge of all merchandising activities 
of the company. Robert P. Melius, 
commonly known as “Bob” to his 
many friends in the industrial supply 
field, has been promoted to the posi- 
tion of sales manager, in charge of 
all field and office sales activities. 
Walter E. Schultz, formerly sales 
promotion manager of the Perfex 
Corporation of Milwaukee, has been 
appointed advertising and sales pro- 
motion manager to occupy the posi- 
tion left vacant by Mr. Tate’s ad- 
vancement. 


Mrs. W. M. Pattison Dies 


Mrs. W. M. Pattison, widow of 
the founder of the W. M. Pattison 
Supply Co., Cleveland, Ohio, died 
on February 4. She had been in 
poor health for the past six years. 
Mrs. Pattison will long be remem- 
bered for her charity and kindly 
ways. She is survived by her son, 
Charles V., who is vice-president of 
the Pattison Supply Co., and also a 
daughter, Mrs. Paul Nau. 


Beg Your Pardon 


Through an unintentional error 
we failed to acknowledge the cour- 
tesy of N. A. Strand & Co., Chicago 
in supplying us with the illustrations 
used in connection with the article 
on flexible shaft machines and equip- 
ment which appeared in the Febru- 
ary 10th issue of Mitt Suppties. 
We are deeply appreciative of this 
courtesy on the part of the N. A. 
Strand Co. and apologize for our 
error in neglecting to so comment at 
the time the article appeared. 














MEET THE YLMMCL GANG" AND 
MAKE MORE MONEY 
















* Now making more money 
than ever before for Gilmer 
distributors in 65 countries 
and 48 States of the U.S.A. 


GILMER’S 
5 FAMOUS 
FEATURES 





@ When you sell Gilmer “V’s”—they stay sold! There’s 
a reason that Gilmer distributors the world over know: 
Gilmer “Precision-Plus” V-Belts are built by belt 
engineers who build only belts. That’s it, in a nutshell. 


Tough, resilient. Cuts out costly misfits. 


Yilmet Rubber-locked Pulling 


Cords — Patented construction, concen- 
trating brute strength in thin section, 
makes cords ride parallel, without twist- 
ing, under pressure. 


) Yilmer Heat -resisting Bottom 


Rubber—Specially developed by Gilmer 
engineers to insure cool running at 
high speeds and eliminate “squashing” 
in the groove. 


Without obligation, write for details. 6 Gi 
ilmer Heavy Jackets — Protect 


gq (J the belt's vital working parts from oil, 

L. H. GILMER COMPANY (§{7 S.c)ccceircins 

vACONY ; ac SLADELP IA GiAIICL conrrores suercn—Pre. 

THE OLDEST FIRM OF RUBBER FABRIC BELT SPECIALISTS Scan Se Gees anaes 

Factory Branches and Warehouses: Atlanta, Ga., 95 Pine Street... Chicago, Ill., matched working lengths on every job. 
351 E. Ohio Street. . . Houston, Texas, 1015 N. San Jacinto Street. . . New York, N.Y., 


50 Church Street . . . Newark, N. J., 115 Edison Place .. . San Francisco, Cal., 510 Bryant 
Street... Seattle, Wash., 307 Maritime Building ... Tulsa, Okla., 802 Archer Street 


Gilmers are “tailor-made in the grooves,” on the 
world’s largest assortment of V-moulds... they fit—have 
to fit. Only Gilmers have the 5 Famous Features. Only 
Gilmers have the Gilmer Grip...the grip that sells 
Gilmer “V’s” and keeps them sold! The Gilmer Franchise 
is a money-maker for money-makers. Look into it today. 
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HOW IWOUSTRY SAVES 
BY USING LIGHT POWER TOOLS 


Experienced mill supply men are 
amazed at the number of manufactur- 
ing plants in this country now using 
Delta Drill Presses that list under $50. 
Their names read like the Blue Book 
of American Industry. Other Delta tools 
at corresponding low prices are doing 
things in both metal and woodwork- 
ing that were previously thought impos- 
sible. Thousands of manufacturers all 
over the world have recognized these 
arguments for Delta tools: “Low First 
Cost—because Delta light power tools 
are made in quantities on the finest 
high-production equipment; Economical 
O peration—because they are lighter and 
require less power; Low Maintenance 
Cost—because of sealed-for-life bearings 
and the low cost of replacement parts; 
Flexibility—special units can be made 
up from Delta tools at a considerable 
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saving; Portability—Delta tools can be 
moved instantly where they are most 
needed; Reduced Labor Cost—because 
they can be used for auxiliary opera- 
tions to fill in “waiting time” that 
would be otherwise wasted. 


You can boost your sales by telling 
your customers how to cut production 
costs without a heavy investment—by 
showing them how other manufacturers, 
large and small are stealing a march 
on their competitors by using Delta 
light power tools. The 1939 Delta 
Market Manual will give you facts, 
figures, specifications and performance 
records that will open up your eyes! 
Send coupon for your copy today! 
Industrial Division, Delta Manufactur- 
ing Company, 661 E. Vienna Avenue, 
Milwaukee, Wisconsin. 


. £2 oe 661 E. Vienna Avenue 


DELTA MANUFACTURING COMPANY  Wilwaukee, Wisconsin 


Please send me copy of the 1939 Delta Market Manual 


Name 
Firm 


Address 
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NEW LINES 
taken on by 


Distributors 


H. CHANNON Co., CuHicaco, has 
been appointed a distributor of 
Duro metal products. 


PipceEON-THoMAS IRoN Co., MEmM- 
PHIS, TENN., is now stocking 
“Galvolite”, a white-mineral pow- 
der paint of the Art-Cement Mfg. 
Co. 


INDUSTRIES SuPPLY Co., SAN DriEco, 
CaL., is now handling products of 
Wailes Dove-Hermiston Corp., 
United Wire & Supply Co., and 
the Utility Fan Corp. 


Burorp Bros., Inc., NASHVILLE, 
TENN., is now handling the Norton 
line of grinding wheels and abra- 
sives. 


MacHiIneE Toor & Suppty Co., 
Tusa, OKLA., is now carrying a 
large stock of leather belting of 
I. B. Williams & Sons. 


J. M. Tutt Metat & Suppty Co., 
ATLANTA, GA., ts now a distributor 
of the American Car & Foundry 


Co. 


Kansas City Rupsper & BELTING 
Co., Kansas City, Mo., has been 
appointed a distributor for Millers 
Falls electric tools. 


CAMPBELL HARDWARE & SupPLy Co., 
SEATTLE, WASH., has taken on the 
distribution of Norton grinding 
wheels and abrasives and Hewitt 
mechanical rubber products. 


Burrato Mitt Suppty Co., Bur- 
FALO, N. Y., and NorTHERN Av- 
TOMOTIVE SuPPLY Co., SAGINAW, 
Micu., are now distributors of the 
New York Belting & Packing Co. 


Huntinc Suppty Co., ROCHESTER, 
N. Y., CavaANAuGH Co., YouNGs- 
Town, Onto, CAPITAL City Sup- 
pry Co., CHARLESTON, W. VA., 
BLUEFIELD Suppty Co., BLueE- 
FIELD, W. Va., Burns Bros., 
Syracuse, N. Y., REIcHLE Sup- 
pty Co., SAGINAW, MicH., and 
L. L. Raucu, WILLIAMSPORT, 
Pa., have been named distributors 
for the Yarnall-Waring Co. 


CENTRAL Egui1pMENT Co., INDIAN- 
APOLIS, IND., GEoRGIA Suppty Co., 
SAVANNAH, Ga., Houston OuL 





















Crackers 
Were SOGGY 
In The 


“Cracker Barrel” 








Let MASTERPAK End 
CRACKER BARREL Handling 
of Abrasives You Sell! — 


To your customers, ““Masterpak”—AP’s exclusive package— 





means the end of “soggy,” dog-eared abrasive-papers—papers 
wilted and limp from moisture, or torn and broken by rough 


handling. 





HERES REAL To you, ‘“Masterpak” means a time-saving, trouble-saving 


SALES AMMUNITION 


“MASTERPAK” Packaging 
24-Hour Action on All Regular Orders 


convenience in your business. It eliminates untying the bale, 
counting out sheets, and re-packaging. With “Masterpak,” you 


sell by the unit; and to fill an order, merely reach it down from 


48-Hour Action on All Special Orders the shelf. 
—— Authoritative Technical Note the list of AP advantages at the left. These sales-assets— 
ounse 


Special Tests and Demonstrations and others—are helping thousands of jobbers sell more abrasives, 


Forceful National Advertising 


more profitably ... Write today for details of the attractive 








AP franchise. Abrasive Products, Inc., South Braintree, Mass. 


ABRASIVE &2 PRODUCTS 


JEWELOX @ JEWEL EMERY © JEWEL GARNET Rr Sa JEWELITE @© JEWEL FLINT @© NEW PROCESS 
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ESSUR-FORMD 
OLD-/J)RAWN 


APOCREWS 


the new 


by Allen 


The new screws are formed with continuous grain-flow:— 
no break in the steel-fibres from point of screw to top of 
head. The fibres are made to conform, by extrusion, to 
the contour of the head. They are further compressed by 
cold-drawing into a more compact bundle, with the 
fibre-ends turned in toward the socket-walls for extra 
resistance to wrench-pressure. These processes increase 
the head-strength approximately 20%, with no increased 
cost to users but with increased salability for our Distri- 


butors who talk features. 


THE ALLEN MEG. COMPANY 


BArrrorn, Conn. U.S$.A. 
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Fietp Suppty Co., Corpus Curis- 
Tr, Texas, MAILENDER BARNETT 
Co., CINCINNATI, On10, Moore- 
HanpbLey Harpware Co., Bir- 
MINGHAM, Ata., F. L. Murpock 
Co., Tursa, Oxra., and W. S. 
Witson Corp., are now distribu- 
tors of Hancock valves, a product 
of the Hancock Vaive Division of 
Manning, Maxwell & Moore. 


Bickrorp & Francis BELTING Co., 
Burra.o, N. Y., were recently ap- 
pointed stock carrying distributors 
for the Whitney Chain & Mfg. Co. 


CorIntH MACHINERY Co., CorINTRH, 
MIssIssipPI, is now handling 
welding rods of the Harnischfeger 
Co., Victor electric products and 
products of the National Cylinaer 
Gas Co. 


James Wacker Co., BALTIMORE, 
Mp., Brance-Kracuy Co., Hous- 
TON, Texas, and R. W. Hupcins n 
Sons, Norro.k, VA., have been 
named distributors of products of 
Wailes-Dove-Hermiston Corp. 


Average Goodrich Male 
Employee 40 Years Old 


If a composite picture of the male 
employee in the Akron plants of the 
B. F. Goodrich Co. were drawn to- 
day here is what it would reveal. 

The employee would be 40 years 
old. He would have 11 years con- 
tinuous employment with the com- 
pany. He would have a wife and two 
children. Sixty per cent either own 
their own home or are paying on 
their own home. 

More than half of all Goodrich 
employees in Akron, men and women 
included, have been with the com- 
pany longer than 10 years. Em- 
ployees with 20 or more years of 
service on the active Akron payrolls 
of the Goodrich company have served 
a total of 47,174 years. 





Five fine gentlemen of the South—travel- 
ling representatives of Taylor Bros., 
Richmond, agents for the Allen Manu- 
facturing Co., Hartford. Front row, left 
to right: W. A. Newland, Dan S. Spiers, 
and J. C. Sargent; in the rear, left to 
right, W. G. Taylor, Jr., and E. R. 
Lafferty 
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MEN AT WORK... for YOU 


“Greenfield” salesmen work for “Greenfield” Distributors. They call on your cus- 





tomers, analyze production problems, then give them trained technical assistance. 
They take orders, too. But when they do, the distributor's name goes on the order 
because the “Greenfield” policy is to sell through distributors. 

Small tools are important items to a distributor only when he can get some of 
the volume business in his territory. The volume business is likely to require 
considerable technical experience. Hence, the importance of factory trained engi- 
neers to help handle it—and the important fact that the “Greenfield” distributors 
get such help. It pays to handle “Greenfield.” 


GREENFIELD TAP & DIE CORPORATION, GREENFIELD, MASS. 


Detroit Plant: 2102 West Fort St. 
Warehouses in New York, Chicago, Los Angeles and San Francisco 


In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ontario 


IG 2 
6’ / DIES DRILLS 
G&G SCREW PLATES 
@ PIPE TOOLS 
< REAMERS 
Zp 


MILL SUPPLIES @® MARCH 10, 1939 65 














© District Office Stocks 
% Warehouse Stocks 
O District Offices 


AT YOUR SERVICE 


Behind every SKF Distributor is this nation-wide hook-up | 


of district offices and warehouses to insure fast and depend- 


able service. And al] SKF District Offices have men who | 


know their bearings. Another reason why it pays to handle | 


the SKF line of ball and roller bearings and transmission ap- | 


pliances. SK F Industries, Inc., FrontSt. & Erie Ave., Phila., Pa. 


SKF 


TRANSMISSION APPLIANCES 
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Tenney New Vice-President 
Utica Drop Forge & Tool 


At the annual meeting of Utica 
Drop Forge & Tool Corp., Utica, 
N. Y., Frank P. Tenney was elected 


FRANK P. TENNEY 


a vice-president of the organization. 
Mr. Tenney has for many years 
represented the firm’s interests in the 
hardware and mill supply fields. 
Other officers re-elected at the 
meeting are: Edward Norris, presi- 
dent and treasurer; J. E. O’Toole, 
vice-president and general manager, 


and D. L. Tyler, secretary and assist- 


ant treasurer. 


| Charles C. Lewis Co. Adds 
| Two Salesmen to Staff 


Walter W. Peacock, sales manager 
of the Charles C. Lewis Co., Spring- 
field, Mass., announces the addition 
of Andrew Clark and Robert T. 
Price, Jr., to the sales staff. 

Mr. Clark was formerly with the 
Air Reduction Sales Co. and Mr. 
Price was connected with the Good- 


year Tire and Rubber Co. 


Busy days for E. H. Cook, assistant man- 

ager of Mize Supply Co., Waynesboro, 

Va. MILL SUPPLIES photographer 

catches him dictating a letter to Miss 
Josephine Booker 
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..» AND THE REASONS WHY THIS 
NEW DISSTON FILE SELLS FASTER 


Disston 


Teeth staggered like a harrow! The 


each 


Is at 


Bite-Rite File cuts, smooths and leve 


file 


ingineering developed this 
long 


4 


stroke. Disston | 


cut 


which successfully combines speed of 
life and smoothness of filed surface. 


Sturdy, sharp tooth design. Correct contour 


of cutting tip, proper support at back 


rugged 
gullet to 


’ 


g 


shoulders between teeth. Non-cloggin 


assure free, clear, clean discharge of chips. 


-Rite 


Bite 


Files speed up your sales. And Disston P 


Disston 
gives you a business-like profit margin. 


These are reasons why 


kT 





olicy 


For 


information, write Henry Disston & Sons, Inc., 


BITE-RITE 
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owt? STANLEY wo. 150 


CONTOUR 


SELL IT FOR RAPID PRECISION 
FINISHING OF DIES, GAUGES, 
TEMPLETS, SPECIAL SHAPES 


A small investment in this new High-Speed 
Stanley Contour Grinder will release your cus- 
tomer’s highly-paid die-makers from slow hand 
filing and stoning jobs. Sell it on the basis that it 
will soon pay for itself! 

Making brass templets, grinding dies, “finding 
blanks,” trimming non-ferrous metals, correcting 
hardening distortion are easy, quick jobs with this 
new grinder. 

Check the selling features shown in the photo- 
graphs and you'll agree it fills a long-felt need. 
Stanley Electric Tool Division, The Stanley Works, 
146 Elm Street, New Britain, Connecticut. 


STANLEY ADVERTISING 


In leading metal-working magazines is already pav- 
ing the way for you to make profitable sales on this 


new tool! Be sure to mention it on your calls! 








a 





FAST- 
SELLER 


$6950 


Sturdy 12” x 12” table, adjustable light 
that swings clear for the big jobs. 


¥g h.p., 18,000 r.p.m. Universal motor 
unit, direct drive, tilts 90° to 45°, 
removable for lathe tool post grinding. 





*& WE ARE REPRESENTED BY SELECTED DISTRIBUTORS x 


STANLEY 2 "ats 


A Comple te Line for Industry — 





‘( Ost less Pe Year’ 


| 


68 MILL SUPPLIES ® MARCH 10, 1939 





Johnson & Co. Moves 
To Larger Quarters 


Don F. Johnson & Co., of Buffalo, 
N. Y., recently moved to a four- 
story brick building at 50 Pearl St. 
The new quarters, with 25,000 sq. ft. 
of floor space, are considerably 
larger than their former location at 
156 Main St. 

The change in location was neces- 
sitated to make way for Buffalo’s 
new $3,000,000 convention hall. At 
its new location the building will be 
completely modernized. All offices 
will be on the second floor with dis- 
plays of various equipment taking 
up the first floor. 

All equipment on display will be 
set up in such a way as to permit 
a visitor or prospect to operate the 
tools he is interested in. Com- 
pressed air will even be available to 
operate pneumatic tools. 

The firm was organized in 1928 
and has expanded several times due 
to increased business. According to 
Don F. Johnson, president, the new 
location is large enough to take care 
of any continued expansion for the 
next several years. 


Air Conditioning Equipment 
Displayed by Interstate 


A special display of refrigeration 
supplies and air conditioning equip- 
ment was shown in the sales rooms 
of Interstate Machinery & Supply 
Co., Omaha, Neb., on Feb. 23, 24. 
Fifteen different exhibits, each in 
charge of a factory representative, 
drew an interested group of visitors 
during the two-day show. 

G. C. Edgerly, president of the 
organization and E. J. Fehrs, man- 
ager of construction equipment dep’t 
recently returned from a visit to the 
Allis-Chalmers’ plant in Milwaukee. 
Offices of the construction equip- 
ment department were _ recently 
moved to the first floor to make them 
more easily accessible to the trade. 








Standard ladies! Oh, no, we're not try- 
ing to classify this good-looking four- 
some. We're simply identifying them 
with the Standard Equipment & Sup- 
ply Corp., Hammond, Ind. Left to 
right—Maxine Meyers, Ruth Schmidt, 
Virginia Nee! and Mary Calderone 








Sales meetings like 
this are a very import- 
ant part of the constant 
business-building cooperation 
between SKILSAW and its Distrib- 
utors. The men who sell are given every 
help to sell easier .. . by demonstrations .. . 
by facts on HOW and WHOM to sell... by 
information on specific applications of every tool 
in the line! 


SKILSAW Distributors and their salesmen are profit- 
ing by these meetings . . . by the assistance of our field 
men... by the support of our aggressive advertising . . . 
by the consistent whole-hearted cooperation that is build- 
ing volume, profits and satisfied customers. 


SKILSAW, INC. 


5033-43 Elston Avenue, Chicago 
214 E. 40th St., New York @ 52 Brookline Ave., Boston © 1429 Spring Garden, 
Philadelphia © 2124 Main St..Dallas @ 918 Union St., New Orleans @ 1253 8S. Flower 
St., Los Angeles @ 2065 Webster St., Oakland @ Canadian Branch: 85 Deloraine Av.,Toronto 


SKILSAW TOOLS ARE EN 644 a) FRSy Fy 
SOLD ONLY THROUGH a (aa * 


WRB MTT WSS 


RECOGNIZED DISTRIBUTORS > Moe LRSNESS —TRAWAS eas = GRINDERS * BLOWERS - 
- pisc SAND ; 
. BELT SANDERS + DI 
. SAWS * DRILLS 


SSIES ne 
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THE BELMONT DISTRIBUTOR 
HAS THE PACKING 
FOR EVERY JOB 


That's what we're telling industrial buyers 
every day in the year. 

This month we're doing it with the above 
illustration—driving home the point that 
whether pressure is coming from Niagara 
Falls or some surging little river, if industry 
wants to keep that pressure harnessed — 
ALL OF IT—the Belmont distributor is the 
man they want to see. 


And when they do, make sure to use the 
sales helps that Belmont gives you. The 
new Belmont Catalog, off press soon, a 
packing encyclopedia that the whole indus- 
try will talk about—the Belmont folders 
which break down packing selection into 
individual services —the Belmont Sample 
Kit, which puts Belmont quality right into 
the buyer's hand, AND WHICH HE EX- 
PECTS YOU TO HAVE WHEN YOU CALL. 
They're all yours—exclusively yours! 

But how much they do for you depends 
on how you use them. Let them lie idle— 
and you'll miss when you might have hit. 
But put them to work—and you'll HIT 
when you might have missed! 





BELMONT SUPPORT HELPS DISTRIBUTOR SALES 


THERE’S A BELMONT PACKING 


OP... 





Sample page from the new Belmont 
Catalog which will be off press soon. 





SPECIAL HYDRAULIC PACKING 
Coil Form Belmont 9 
Made of best quality line 
flax, stitched with strong 
line thread into a moulded 
rubber and duck channel. 
Supplied in packing 
space sizes 4“ and 
upward. 


HOLLOW CENTER PACKING 
Spiral Form Belmont 319 
Made of closely woven 
rubber frictioned duck, 
wrapped upon itself and 
moulded to size. The hol- 
low center offers a point 
of least resistance, com- 
pensating for expansion 
and contraction. Supplied 


in sizes 4" and upward. 





OR EVERY 








SERVICE 


BELMONT 


,r A © 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS e PHILADELPHIA, PA 
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Ricketson in Charge of 
New Department for Ellfeldt 


Ellfeldt Hardware & Machinist 
Supply Co., Kansas City, Mo., has 
opened a new department with a 
complete line of heavy and light ma- 





WARREN RICKETSON 


chinery. Warren Ricketson, who has 
been on the sales staff for a number 
of years has been named manager of 
this new department. 

Fred A. Ellfeldt, vice-president 
and general manager was recently 
elected a director of the Research 
Hospital in Kansas City and will 
serve on the board for a two-year 
period. 


Dinner Sales Meeting 
Held by Johnston Co. 


The Wm. T. Johnston Co., 
nati, recently held a dinner sales 
meeting at the Cincinnati Club at 
which Clarence Foe, sales manager 
of Simonds Saw and Steel Co., and 
Harry Bauman, his assistant, were 
guests. After dinner both men gave 
an interesting talk on the Simonds 
line. A question and answer period 
was conducted, topped off. with a 
general discussion on sales problems. 
The meeting was voted a success 
and plans are in the wind to hold 
more of them from time to time. 


Cincin- 


Universal Valve & Fittings Co. 
Plans to Move First of April 


Universal Valve 
Cleveland, Ohio are planning to 
move into permanent quarters at 
5366 St. Clair Ave. on or about the 
first of April. 


& Fittings Co., 














A logical question like that deserves an hon- 
est answer for selling efforts are justified only 
when a line is capable of producing continu- 
ous, profit-yielding returns. Brushes are in- 
dispensable to industry . . . practically every 
plant uses several standard or special types 
every day ... doing production or mainte- 
nance jobs better, quicker, and cheaper, Fur- 
thermore, industrial progress is increasing the 
need for brushes... and MILWAUKEE is 
meeting the demand .. . not only with stand- 
ard brushes for all general requirements. . . 
but by providing a cost-free expert engineer- 
ing service for solving new and unusual 
brushing problems. You can profit by selling 


a complete industrial brush line . . . by de- 
UVILWAUKEE Wire Scratch Brushes are well-known tools in pending on MILWAUKEE ... to serve you 
the oil industry, rubber mills, metalworking plants, packing . 
planta, power plants, machine shops, pattern shops, etc. for so that you can serve your customers better. 
cleaning metal, wood, rubber, and atone surfaces. Although 
only a amall part of the MILWAUKEE line, their markets THE MILWAUKEE BRUSH MANUFACTURING Co. 
alone indicate the numerous sales opportunities brushes offer 


throughout many leading industries MILWAUKEE, WISCONSIN 





WIRE WHEEL BRUSHES * WIRE CUP BRUSHES * WIRE SCRATCH BRUSHES 


LT: Key to Industrial Brush Problems 





FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS + BENCH BRUSHES - FOUNORY BRUSHES 
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Distinctive Sales Features 
im every item of - -- - 


“HALLOWELL” 


STEEL SHOP EQUIPMENT 
More Sales - - - - More Repeat Business 
More Profits for you 


“HALLOWELL” STEEL BENCHES 






Pat'd ant Pat's Pend’s. 
Drawer is extra 


Buyers are quick to recognize the many 
advantages offered by ‘Hallowell’’ 
Benches. The fact that you can supply 
them with a bench that will exactly fill 
their need right from stock is usually a 
deciding factor. “Hallowell” Benches 
have smooth steel tops—rigid flanged legs 
—ample shelf space and pilfer-proof 
drawer if desired. 


“HALLOWELL” STEEL TRUCKS 








Fig. 754. Pat. Applied For 


If you want to supply your prospects 
with floor trucks that will give them 
the best value for their money—you'll sell 
them “Hallowells”. The steel platforms 
won’t chip or splinter . . . all parts 
will stay rigid . . . wheels and hubs are 
made for easy rolling, and they're supplied 
in wide variety. 


“HALLOWELL” 
STEEL 
TOOL STANDS 


Fig. 705 


Moves easily 
wherever it’s 
needed; an easy 
stand to sell. 
Made in a va- 
riety of types for 
all purposes. 

















“HALLOWELL” STEEL STOOLS 





Fig. 1249 


The exceptional and lasting rigidity of 
these all welded stools makes repeat celles 
a certainty. “Hallowell” Stools are made 
in a complete selection of styles and will 
more than satisfy your most discriminat- 
ing customers. 


“HALLOWELL” 
STEEL LIFT TRUCK PLATFORMS 





Fig. 799 


These are made to be easy on the floors. 
The end-grain wood legs allow them to 
set down as gently as a cat’s paw. You 
can back these to the limit. 


“HALLOWELL” 
STEEL SHAFT 
COLLARS 


Unbreakability 
and machine 
finish combined 
with low price 
give these collars 
a world-wide 
popularity. For 
greater protection 
now supplied with 
“Unbrako” Self- 
Locking Set 
screws. 





Fig. 1432 Patented 






"PIONEER" 
STEEL SHAFT 
HANGERS 


The original steel 
Shaft Hanger— 
and the only 
hanger with inte- 
gral feet. Mil- 


lions in use the Pat'd 





world over. Fig. 300 
Write for 
LITERATURE | STANDARD PrREssED STEEL Co. 
AN D , BRANCHES JENKINTOWN, PENNA. BRANCHES 
DEALERS BOSTON cHIcaco 
PROPOSITION DETROIT Box 519 ST. Louis 
INDIANAPOLIS SAN FRANCISCO 
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H. M. Wall New President 
of Wall Rope Works 


At the regular annual meeting of 
Wall Rope Works, Inc., Harold M. 
Wall was elected president of the 





HAROLD M. WALL 


company, succeeding C. Frederick 
Wall, recently deceased. 

William F. Wall continues as 
chairman of the board and Waldo 
Reiner retains the position of secre- 
tary-treasurer. 

Harold Wall started with the com- 
pany in 1910 and was later made 
factory superintendent, then superin- 
tendent, general manager and finally 
vice-president in charge of sales at 
the New York office. He is a grand- 
son of the founder of the company 
which was established by the original 


William Wall in 1830. 


Corinth Machinery 
Issues New Catalog 


A new saw mill catalog showing 
many pieces of equipment and sup- 
plies for saw mill use has been issued 
by Corinth Machinery Co., Corinth, 
Missouri. A catalog such as this, de- 
signed for a specific purpose and in- 
dustry is commendable and should do 
much to further supply sales and 
eliminate much of the order troubles 
with customers. 

M. M. Bennett has joined The 
Corinth organization as a sales en- 
gineer. He had formerly been as- 
sociated with Fairbanks, Morse Co., 
for seven years working in Alabama 
and Louisiana. 


Pixley Promoted 


W. I. Pixley has been appointed 
assistant sales manager of the Me- 
dart Co., St. Louis, manufacturer of 
power transmission equipment. Mr. 
Pixley has been associated with 
Medart for several years in the 
capacity of sales engineer. 











WE’RE PUTTING 


‘More Steam’ 


BEHIND U-S-S PRODUCTS 
THIS YEAR 


MILL SUPPLY PRODUCTS INCLUDE: 


MERCHANT BARS COPPER STEEL TIN PLATE 

PLATES SHEETS RAILS (Light weight) 

STRUCTURAL GALVANIZED NAILS and SPIKES 
SHAPES SHEETS OTHER STEEL 

BLACK SHEETS HOT ROLLED SHEETS PRODUCTS 


- Tie in with these 
fast-moving lines for 
greater profits 


ORE sales promotion, more ad- 

vertising, to help you sell quicker 
and easier — that’s our policy for the 
coming year! All along the line we’re 
increasing our efforts. A strong national 
advertising campaign in popular weekly 
magazines that will build up con- 
sumer demand for products bearing 
the U-S-S trade-mark. More direct is 
the forceful U-S-S trade paper adver- 
tising right to your customers. Approxi- 
mately 130 different magazines will 
carry the U-S-S campaigns to all indus- 
tries. 

Why not sell the fast-moving lines of 
steel? Everybody knows the U-S-S 
trade-mark and is sure of the quality of 
the steel. Sales resistance is low—turn- 
over high. 

If you are already selling one or more 
U-S-S Products, look at the list on the 
left. The more U-S-S lines you handle, 
the more you will profit by our sales 
promotion efforts. It’s easy to reap the 
rewards of this work. Call or write to 
any of the companies below for more 
information. 


U:S:S STEEL PRODUCTS 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


UNITED STATES STEEL 
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BARNES 
Rss 


BLADES 








Well, maybe your customers 
have no steamboat funnels to 
amputate, but if they have light 
tubing, sheet steel, conduit, 
angles, wind shield frames, auto- 
mobile body strips or other light 
sections to cut, urge them fo try 
a Barnes “600 — a hack saw 
blade that really hacks. The teeth 
just won't strip and boy, how that 
blade sings through such metall 


Barnes “600” is just one item in the 
Barnes Line that provides a good Barnes Blade 
for every metal cutting need. 


Stock ‘em, sell em -- and watch your cus- 
tomers come clattering back for more. 
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W. A. Huber has been appointed man- 

ager of sales of the Gilmore Wire Rope 

Division of Jones & Laughlin Steel Corp. 

Mr. Huber has been with J & L since 
1936 


F. B. Scott, President of 
Syracuse Supply Co., Dies 

Frederick B. Scott, founder and 
president of the Syracuse Supply Co., 
and one of the outstanding business 
leaders of Syracuse, N. Y., died dur- 
ing the month of February at the age 
of 82. 

The late Mr. Scott founded the 
Syracuse Supply Co. in 1884 and 
under his direction it made rapid ex- 
pansion and development. In addi- 
tion to its general offices in Syracuse 
the firm has sales and service offices 
in Rochester and Buffalo, N. Y. 

Aside from his interests in his own 
company, Mr. Scott found time for 
several other large enterprises. In 
1903 he founded the Halcomb Steel 
Co., which was operating success- 
fully for many years before it was 
sold to the Crucible Steel Co. of 
America. 

He served as vice-president of the 
Halcomb Steel Co., Hudson Portland 
Cement Co., Amphion Piano Player 
Co. and the Hudson River Realty Co. 
He also served as president of the 
Star Lake Land Co.; president of the 
Glenwood Land Co. of New Jersey; 
vice-president of the Hammond Steel 
and Forge Co. of Syracuse, and a 
director of the Morris Plan Company 
Bank. He was largely instrumental, 
through his executive ability, in the 
success of each business. 

Besides his extensive business con- 
nections, he was active in civic af- 
fairs and a member of several Syra- 
cuse clubs. 

Funeral services were conducted at 
the home of Frederick B. Scott, his 
son, who is vice-president of the 
Syracuse Supply Co. Interment took 
place at Oakwood Cemetery. 














a siupane LIFE INTO WICKWIRE ROPE 


—~  Gepoun sPpeciFicaTion’ 


MARCH 


ADVERTISEMENT 
APPEARING IN 





Power 
Construction Methods 
Mill & Factory 

Oil and Gas Journal 
ge of the progrestiy® 


: Petroleum World 
a le his - 
le ie still the any iid rope life into > Rock Products 
RE Tee Seyeed sihicial specifications: National Engineer 
pr 


Oil Weekly 
WICKWIRE SPENCER line of Wire 


Buildings & Building 
Management 
Iron Age 
Western Construction News 

Rope is complete . . . standard as well as Wisscolay Preformed Rope . . . 
a definite size and kind of rope for every purpose. There is no “don’t 
carry it” for the Wickwire Spencer Distributor. He can satisfy every 
inquiry. Write today for the Wickwire Spencer distributor’s plan. 


i, WICKWIRE SPENCER 
STEEL COMPANY 


General Offices: 41 East 42nd St., New York City 
Worcester - Chicago - Buffalo - San Francisco 
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When “it's in the groove’ to a seventeen year old, it means 
that some swing band is really giving out. But to a plant 
superintendent, or anyone else concerned with operation 
and maintenance... ‘in the groove’ means the quality 
inherent in every American Wedgbelt Pulley that makes 
it superior to ordinary grooved pulleys. 


American” sheaves are machined to micrometric accu- 
racy and combine the finest in engineering skill and 
craftsmanship. These grooves do all that grooves can do 
to assure absolutely even belt tension regardless of the 
number of belts used in the drive. This accuracy assures 
minimum belt wear and maximum customer satisfaction. 


Better balance, better bushings and “‘air-streamed’’ arms 
further contribute to the smooth, silent operation that 
characterizes American Wedgbelt Pulleys. 


This line will bring you profitable repeat business 


and build your reputation as a distributor of high quality 
merchandise. 


N. B. American Tension Control Motor Bases 
have a definite application to every 
V-belt drive. Ask us for the details. 


THE AMERICAN PULLEY COMPANY 
Dept. 3, 4200 Wissahickon Ave., Philadelphia, Pa. 


MERICAN 


PULLEY COMPANY 
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Monroe Paulsen, president of Hercules 

Equipment & Rubber Co., San Francisco, 

Cal., takes a bow. His company has 

made rapid strides in the past few years 

and is one of the leading distributors on 
the coast 


Arthur Yorke to Speak 
Before Advertising Men 


Arthur Yorke, treasurer of Han- 
sen-Yorke Co., New York distribut- 
ors, will be one of the speakers at a 
regional conference of industrial 
marketing and advertising men at the 
Newark Athletic Club, Newark, 
N. J., on March 15. 

The purpose of this all-day session 
is to secure the viewpoint of indus- 
trial officials on how advertising and 
marketing programs should be used 
and prepared to be most effective in 
turning products into profits. The 
meeting is held under the auspices of 
the Industrial Marketers of New 
Jersey, a chapter of the National In- 
dustrial Advertisers Association. 

Other speakers on the program in- 
clude: 

Charles P. Gulick, chairman of the 
board, National Oil Products Co.; 
M. A. Moore, comptroller, Hyatt 
Bearings Div., General Motors 
Corp.; John Barr, purchasing agent, 
Ingersoll-Rand Co.; E. D. Youmans, 
technical manager, Okonite Co.; 
Joseph Rosenthal, plant engineer, 
United Pigment & Color Co. 

Special features at the day session 
include an address by C. S. Ching, 
director of public and industrial rela- 
tions, United States Rubber Co., and 
R. C. Maddox, managing director 
New Jersey Council. 

At the banquet, Merle Thorpe, pub- 
lisher of Nation’s Business will speak 
on “The Plight of Enterprise.” 


Two Tull Promotions 


J. R. Rayfield, who has been in the 
store sales department of J. M. Tull 
Metal & Supply Co., Atlanta, Ga., 
has been promoted to the city order 
desk. James Joyner has also been 
promoted from the stock room to 
store sales. 





















1500 Pound Gate and Check Valve Installation 


For 1500 or 2500 Pounds Pressure 


Even when operating pressures on steel valves 
were limited years ago, Powell Valves were the 
accepted standard because of their economy in 
operation. Today, with pressures as high as 
2500 pounds at 900 deg. F., Powell Valves are 


still the choice of ‘ 





Fig. 4061 
Swing Check 
Valve 






‘economy - wise” engineers. 







Powell Steel Valves are 







available from alloy steels 







in all types and sizes—Gate, 


Globe, Angle, Check, Non- 





Fig. 1331 







Globe Valve 
Return. 
Write for Fig. 1303 
Gate Val 
Catalog es 
No 101 Bevel Gears 





POWELL VALV 


On: me 45 2 wee Ce 
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Install Model 10 





© HEAVY-DUTY 
FLOOR GRINDER 


Over- 


Powered 


for 


Constant 


Service 


NCE installed, this 
QO rugged, honestly- 
built floor grinder with 
the brute strength and 
heart of a lion grinds 
on job after job for 
years and years with 
practically no time out 
or cost for repairs or 


maintenance. 


Heavy-duty— over-pow- 
ered —high quality 
(U. S. standard) —effi- 
cient and long-lasting. 


An X-ray view dis- 
closes heavy-duty serv- 
ice motors built to 
N.E.M.A. standards; heavy-duty 2 h.p. 80 7% h.p. 
ball bearings; one piece alloy 
steel spindle. Push button con- 
trol with overload protection. 





Semi-steel wheel guards; adjust- 
able tool rests; eye shields; Investigate the U. S. 
‘ ; — a - 
straight flanges; water pot; posi- 6-I ont Distributor Plan 
tive shaft locking device on . Full Line 6. Pretectten 
spindle (chrome-manganese al- 
loy steel) for holding shaft 2. Super-Quality 5. Good Profit 


while renewing wheels ... and - Economical Price 6. Sales Aid 








many other U. S. features. 





Get Catalog No. 52—get full details. 


THE UNITED STATES ao ELECTRICAL TOOL CO. 


AN -#——--_..._ai 
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We don't know what they're talking 
about, but our guess is they're admiring 
this wheelbarrow exhibit of the Jackson 
Mfg. Co. At the left is John Ora, MILL 
SUPPLIES, talking to Jack Perkins, J. H. 
Williams & Co., at the recent Perth 
Amboy Co. industrial exhibit at Perth 
Amboy, N. J. 


Belcher & Loomis, Old 
R.I. Firm, Liquidates 


Liquidation of the Belcher and 
Loomis Hardware Co., Providence, 
in business for 113 years and one 
of the 22 wholesale hardware con- 
cerns in the United States to have 
passed the century mark, was an- 
nounced recently by Byron S. Wat- 
son, president. 

Mr. Watson said that the decision 
was a “voluntary action on the part 
of the stockholders who have recog- 
nized the difficulty of continuing in 
business on a profitable basis because 
of the generally depressed business 
conditions.” The decline of business 
in the textile industry, he said, is one 
of the major factors in reducing the 
operations of Belcher and Loomis, 
which in former years carried a com- 
plete line of textile hardware. 

Special arrangements have been 
made with the Supplee-Biddle Hard- 
ware Co., Philadelphia, to continue 
servicing from the Philadelphia 
warehouse the retail hardware cus- 
tomers of the Belcher and Loomis 
Hardware Co. Nine salesmen, who 
have been in the employ of the com- 
pany a number of years, are now 
associated with the Supplee-Biddle 


P. J. Polke, vice-president and 
general manager, is remaining with 
the company to complete plans for 
liquidation. Mr. Polke has not an- 
nounced his future plans. 


Courtney Joins Sales 
Staff of Henry Disston 


Oliver W. Courtney of Dallas, 
Texas, who has been operating the 
Courtney Co., manufacturing ma- 
chine knives and woodworking tools, 
has been added to the sales staff of 
Henry Disston & Sons, Inc. Mr. 
Courtney has a broad acquaintance 
in the Dallas area and a thorough 
understanding of the requirements of 
the industries. 











6 POINT 
DISTRIBUTOR 
POLICY 





The PROFIT Combination 


@ There are definite reasons why the Johnson Franchise is your 
best investment in selling bronze. First, you offer your trade 
the highest quality bearing bronze available. Secondly, there is 
a working policy that guarantees 100% cooperation. Only 
Johnson Bronze offers you this profit combination. 

Johnson UNIVERSAL Bronze sells easily and stays sold. The 
quality and usability of every bar is apparent. Complete ma- 
chining — I1.D.—O.D. and Ends — eliminates all danger of 


* 
Write for hidden defects, eccentric cores and saves approximately 25% in 


purchase weight. This saving in weight, plus machining time, 


COMPLETE actually gives your customers a lower cost per bar. 


The alloy of Johnson UNIVERSAL Bronze — S.A.E. 64 — has 


details no equal for general purpose applications. It combines, in the 


correct proportion, all of the necessary elements to insure maxi- 
* mum bearing performance. Ask any engineer or maintenance 

man what alloy he prefers — and he will tell you — S.A.E. 64 

— Copper 80%; Tin 10%; Lead 10%. 

The Johnson-Distributor policy incorporates every good point 

to insure a pleasant and profitable connection. It is based on 

one ideal — 100% Factory-Distributor cooperation. : 

Why not investigate the possibilities of a Franchise for your 
territory? Write today for complete details — no obligation. 


JOHNSON BRONZE COMPANY 


S/leeve BEARING HEADQUARTERS x 
535 SOUTH MILL STREET +- NEW CASTLE, PA. 
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*Rope tough enough to 


saw through oak —- 
that’s PLYMOUTH Ship Brand Manila 


HURRICANE !—slashing the New England coast with tropic fury 

. smashing houses, piling harbors full of wreckage... 
boats survived that storm. But Plymouth mooring line saved the 
Friendship Sloop “Little Andree.” John J. Gallagher, the owner, 
writes, “The terrific wind and heavy sea put such a strain on the 
rope that it tore out the heavy chock and 
cut down through the oak rail and forward 
bulwark! My Plymouth mooring line was 





hardly frayed.” 


*Here is photographic evidence of the extraordinary 
stamina of Plymouth eg Brand Manila Rope! 
The boat is the Friendship Sloop“ Little Andrée,’ John 
J. Gallagher owner, which safely outrode last Septem- 
ber’s hurricane off the Quincy, Mass. Yacht Club. The 
damage to the solid oak rail and bulwark was caused 
by this stalwart Plymouth Mooring Line sawing back 
and forth across the wood. Not only did the Plymouth 
Rope hold the boat against the storm's fury, but it was 
scarcely frayed after cutting throughoak! It'sno wonder 
that Plymouth is known as “The Rope You Can Trust. 


STRENGTH to withstand tremendous 
stress and strain and to resist abrasive 
wear is a dominant quality of Plymouth 
Ship Brand Manila Rope. Such tests as 
that of the hurricane are infrequent; but when they come, Plymouth 
again proves to be “The Rope You Can Trust.” 
rine emergency but in the thousand tasks that rope performs in 
Industry, Plymouth’s greater strength means greater safety, longer 


life and consequent economy. 


PLYMOUTH CORDAGE COMPANY 
NORTH PLYMOUTH, MASS. + WELLAND, CANADA 


Sales Branches: New York, Boston, Baltimore, Philadelphia, 
Chicago, Cleveland, Houston, San Francisco 
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Few lucky 





Not only in ma- 


Caught in the midst of some deep elec- 

trical problem, C. C. Campbell, manager 

of the electrical department of Superior- 

Sterling Co., Bluefield, W. Va., gives his 

attention to the MILL SUPPLIES photog- 
rapher for just a second 


Sales in Metal-Working 
Industry Looking Up 


Sales and plant operations in the 
metal-working industry are looking 
up, according to American Machinist. 
Moreover, the volume and character 
of inquiries indicate an active Spring 
season. National Machine Tool 
3uilders’ index rose to 150.8 in Janu- 
ary, compared with 146.5 in Decem- 
ber. Foreign orders continue to ac- 
count for a healthy percentage of the 
business but sales to domestic buy- 
ers are growing, with the govern- 
nient and aircraft companies the best 
sources. 

Steel production is up to 54.8 per 
cent and is expected to advance fur- 
ther this month. Much stimulus is 
felt in all branches of the metal- 
working industry from government 
purchases for defense purposes. The 
aircraft industry is on the verge of 
important expansion as foreign coun- 
tries place large orders and as the 
United States army and navy pro- 
gram promises to get under way 
soon. Despite a seasonal lull this 
month, automobile assemblies will 
pick up next month and a good 
Spring trade is anticipated. Railroad 
equipment makers are doing better 
as orders for passenger cars and 
freight cars accumulate. 


NEW ENGLAND—Machinery sales 
are fairly brisk and inquiries good. 
The Naval Torpedo Station at New- 
port is planning a $500,000 shop ex- 
pansion layout, which will include 
many machine tools. American Brass 
Company at Waterbury expects to 
spend $500,000 for mill and equip- 
ment development. Bethlehem’s Fore 
River shipyard is low bidder on two 
6,000-ton light cruisers for the U. S. 
Navy at a cost of $11,695,000 each. 


NEW YORK—Several machinery 
dealers report that they have done a 
















@ Looking for a ball bearing lubricant 
that’s different P—a lubricant that sells 
on its own merit, and stays sold the 
same way? Then read what these 
typical distributors are saying about 
Ball Bearing Lubriplate! 


From Providence, R. I., “Not one of our 
customers would go back to conventional type 
greases—we have yet to have a single failure!” 

From Wilmington, Del., “. . . we have had 
outstanding success with Ball Bearing Lubri- 
plate. Application in most cases has been 
where our customers have experienced trouble 
with other products. Without exception, we 
have been able to overcome the difficulty with 
Lubriplate.” 

From Salt Lake City, Utah, “Jn every case, 
our customers are enthusiastic about Ball Bear- 
ing Lubriplate.” 

From New York, “. . . in six years, no com- 
plaints—and lots of praise for Lubriplate!” 

From San Francisco, “... Ball Bearing Lubri- 
plate is one of the most saleable numbers in 
our line.” 





LUBRIPLATE DIVISION OF 


ee ee ee * 


BALL BEARING 
LUBRIPLATE! 


From Seattle, “Our success with Ball Bearing 
Lubriplate is Al! Due to its long temperature 
range, it is very popular, and we have had 
many repeat orders.” 


LUBRIPLATE SELLS ITSELF! 


There's no need for high pressure selling 
methods when you feature Ball Bearing Lubri- 
plate. You simply recommend it for any bear- 
ing operating at speeds up to 5000 rpm, and at 
temperatures from Zero to 300° F. Then you 
give your prospect a generous can of Ball Bear- 
ing Lubriplate FREE—a sample to be used in 
his own plant, on his own bearings, under his 
own operating conditions. That's all there is to 
selling Ball Bearing Lubriplate! When your 
prospect sees with his own eyes how Lubri- 
plate makes bearings run cooler—makes them 
resist wear—solves his toughest, most difficult 
problems, it’s an order every time! 

Dealers everywhere are cashing in on the 
quicker, more profitable sales to be made with 
Ball Bearing Lubriplate—and with the entire 
Lubriplate line. Write for details today. 
















QUICK FACT 


(...that make Lubriplate sell fast 


1, Lubriplate produces a wes 
resisting bearing surface. 


2. Lubriplate resists rust, cor 
sion and pitting. 


3. Lubriplate reduces friction, th 
lowering maintenance costs a 
power costs. 


4. Lubriplate is white and clea 


5. Lubriplate outlasts ordina 
lubricants many times. 





6, Lubriplate is economical — 
little goes a long ways. 





7. Lubriplate is available in fit 
and grease types for eve 
need. 









FISKE BROTHERS REFINING CO. 


TOLEDO, OHIO 








INDUSTRY’S--- 


"Logical Source of Supply” for 


BRASS - BRONZE - EVERDUR - MONEL 


STAINLESS STEEL 
BOLTS, NUTS, SCREWS, WASHERS AND RIVETS 


Through our distributors we are Industry's "'logi- 
cal source of supply"’ for bolts, nuts, screws, 
washers, and similar items made from non- 


ferrous materials. 


Large, complete stocks (over 3600 items) en- 
able us to provide immediate shipment on all 
standard items. Special types and sizes in any 


non-ferrous metal furnished promptly. 


* Here's a Sales Help that will 
save hours of time and make it 
possible to fill your customers’ 
orders promptly and com- 
pletely. This new 1939 Catalog 
contains many additional items 
and is complete in every detail. 
It will help you to determine 


your needs accurately. 





The H. M. HARPER CO. 


2622 Fletcher St., CHICAGO, 
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bigger volume of business since Jan- 
uary 1 than in all of 1938. General 
Electric is inquiring for machine 
tools for the first time in months. 
American Car & Foundry and Amer- 
ican Brake Shoe also are in the mar- 
ket. Purchases of brakes, shears and 
other power equipment by small sheet 
metal shops are growing. Japan still 
is a sizable buyer of American ma- 
chine tools. German interests are 
quietly preparing to order some pre- 
cision machines. 


PITTSBURGH—Steel sales have not 
expanded as hoped for at the turn 
of the year, but mills continue con- 
fident of a slow steady increase in 
tonnage later in the quarter. Rail- 
road equipment buying and tin plate 
specifications have aided in the quar- 
ter. Industrial production is at 79.9 
on the index of the University of 
Pittsburgh, compared with 62.9 a 
year ago. Heavy machinery sales 
are poor. 


CLEVELAND—Auto parts compa- 
nies have yet to feel the impetus of 
Spring releases from car manufac- 
turers. Steel output continues at a 
moderate rate. Machine tool book- 
ings in February promise to be as 
good as in January and _ possibly 
better. 


DETROIT —Important equipment 
buyers have temporarily clamped the 
lid on machinery expenditures. One 
reason for this policy is the uncer- 
tainty of the labor situation, with two 
groups battling for control of the 
United Automobile Workers union. 
The tool and supply trade also re- 
ports meager business. 





Bill Graham of Cushman Chuck Co., 
takes a little time out to talk to Helen 
Estes, registrar at the recent industrial 
show of the Sterling Products Co., Mo- 
line, Ill, branch. 
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During the past 22 years, nine catalogs of supplies, issued through 





the Donnelley service, have hel ped to maintain the sales of the 


Joplin Supply Co. 


To Increase Your 


Sales Efficiency in 1939 
Research shows that salesmen spend only about 15% of | 


their time in face-to-face selling. 


By issuing up-to-date catalogs you can help your salesmen | 
make far more profitable use of this valuable 15% of their 
time than they can hope to do working “bare-handed,” or with | 
a catalog that shows only the goods you were selling 10 or 12 
years ago. 





R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET CHICAGO, ILLINOIS 
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Robins Named President 

Of American Pulley Co. 
Following the recent resignation 

of Charles H. Brinley as head of 

the American Pulley Co., James H. 





Phillips Studio 
JAMES H. ROBINS 


Robins has been elected president of 
that organization. 

Mr. Robins comes to the American 
Pulley Co. with an outstanding rec- 
ord in the engineering and _ sales 
field, and until March Ist was with 
Pennsylvania Salt & Mfg. Co., Phila- 
delphia, in a sales executive posi- 
tion, and prior to that served as 
vice-president of Robins Conveying 
Belt Co. 

He started his business career in 
1919 in the erection department of 
Robins Conveying Belt Co. Shortly 
thereafter, he joined the belt depart- 
ment travelling extensively through- 
out the Central states. 

In 1921 he went to Johannesburg, 
South Africa, to start a subsidiary 
serving Southern Africa. He re- 
turned to the United States in 1927, 
became general sales manager in 
1928 and in 1929 was appointed vice- 
president of Robins Conveying Belt 
Co., with principal duties involving 
sales and sales development. 

Mr. Robins is an_ engineering 
graduate of Sheffield Scientific 
School, Yale University. He has 


made some noteworthy contributions 
in the materials handling field and 
is an associate member of the Amer- 
ican Institute of Mining & Metal- 
lurgical Engineers and of the Ameri- 
can Electroplaters’ Society. 





Three most energetic executives of the 

Dallman Supply Co., Sacramento, Cal. 

They are (left to right): O. L. von Asche, 

office manager; V. S. Sallman, general 

manager and George Hornstein, pur- 
chasing agent 














NEW YORK 


PHILADELPHIA 








..... that thrive on punishment! 


It may not be visible to the naked eye but 
that inherent ability to stand up under the 
severest pressures and temperatures is built 
right into each fitting and flange beginning 
with the selection of the billets from which 


they are forged. 


It has taken us twenty-five years to learn 


how. You can buy them in a minute or less. 


INCORPORATED 


Machinery, Oil Refinery Equipment, Water Tube Boilers, Heat Exchangers 


CLEVELAND CHICAGO CINCINNATI KANSAS CITY 
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HENRY VOGT MACHINE CO. 
LOUISVILLE KENTUCKY 


Manufacturers of: Drop Forged Steel Valves and Fittings, Ice Making and Refrigerating 


DALLAS 
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BOOST HOIST SALES 


WITH THE NEW 


COFFING 
"POWER MASTER" 


SPUR GEAR-CONTROLLED GRAVITY LOWERING 


CHAIN HOIST 


The new Coffing “Power Master" represents the highest degree 
of mechanical efficiency ever obtained in any chain hoist mech- 
anism. It is revolutionary and has such important new features 
as controlled gravity lowering, that is, the lowering speed is con- 
trolled by governors so that regardless of the weight on the 
hoist, it will lower at one certain speed. 


The "Power Master” has a free chain for quick load adjustment. 
The load chain can be adjusted to the load without excessive 
handling of the hand chain. This is a definite time and labor 
saving feature. The hoist is light in weight, and tested at 100% 
over rated capacity. Available in capacities from | to 8 tons, 
weighing from 86 to 169 Ibs. 





The introduction of this new model. will enable supply men to 





provide all types of users with a chain hoist that will meet the 
hardest conditions of industrial application. It offers many 
desirable selling advantages, and will make money for you. 
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Other COFFING money makers for Distributors 


1. The famous "Safety-Pull” ratchet lever hoist made in capacities ranging from 
¥4 to 15 tons. The safest, lightest, most compact lever hoist built today. 

2. Model "C" spur gear chain hoist embodying many new features and built in 
capacities from '/2 to 3 tons—weighing from 75 to 108 lbs. All mechanical parts fully 
enclosed—ex-ioped with lubri-seal precision ball bearings. 

3. Differentie! hoist—light in weight, this new Coffing model has a wide variety of 
uses where lifting and moving heavy loads is infrequent and speed not essential. Ca- 
pacities '/4 to 2 tons. A complete range of plain and geared type trolleys likewise 
available. 
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If you are not a Coffing distributor, get the facts as to this unusual new and modern 
line of reasonably priced hoists—and the sales producing help available to you through 
our factory trained salesmen. Coffing Hoists will make your hoist business profitable 
—and your customers well satisfied. 


Watch for new “Quik-Lift’ Electric Hoist announcement - - out soon 


COFFING HOIST COMPANY 


DANVILLE ILLINOIS 


COFFING “sien HOISTS 


SPUR GEAR - - DIFFERENTIAL - - RATCHET LEVER - - ELECTRIC 
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Chucks are undoubtedly the subject of 

conversation between this visitor and 

Ray Clark, Jacobs Mfg. Co., at the 

Sterling Products Co., industrial show at 
its Moline, Ill., branch 


Norton Named Manager 
for Buford Bros. Inc. 


John L. Norton, who has had over 
25 years’ experience in the mill sup- 
ply field, has been appointed man- 
ager of the factory and mill supply 
department ot Buford Bros., Inc., 
Nashville, Tenn. Mr. Norton has 
been with Buford for ten years and 
has an outstanding record on the 
sales staff. 

Buford Bros., Inc., is holding reg- 
ular sales meetings monthly. 


Oberg Elected Director 
of Billings & Spencer 


At the annual meeting of the stock- 
holders Howard E. Oberg, vice- 
president of Billings & Spencer was 
elected a director of the company. 

M. Oberg has been with the com- 
pany for sixteen years, and for the 
past eight years has been in charge 
of commercial forgings and forging 
machinery sales. He was elected vice- 
president two years ago. 


William Larchar Dies 





William Larchar, partner in the 
Larchar-Norton Co., Providence, 
died suddenly early in February. 
Larchar-Norton handle the adver- 
tising accounts of Morse Twist Drill, 
Nicholson File, Abrasive Products, 
Stanley Tools, and several others. 
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Fig. 1815 
Bottle Oiler 





Fig. 1834 
“Alvor” 
Constant Level 
Oil Control 
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for HAND TRANSFER 





for HYDRAULIC POWER 





for GAS and OIL 





for HEAVY LIQUIDS 
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Roper Pumps are a “quick sale—good 
profit" product. 


. Your market is unlimited—your con- 


tacts already made. 


Roper simple design—only two moving 
parts—makes it easy to understand and 
intelligently talk “pumps” in a short 
time. 


Roper Engineers are always at your 
service. 


A competitively priced line of Hand 
and Power Pumps for all purposes. 


Write today for complete details on the Roper 
Distributors Policy. 


GEO. D. ROPER CORP. 


OFvRrEnNeC 


ROCKFORD, ILLINOIS 


es 


for GENERAL USE 


for MACHINE TOOLS 


Kotany PUMPS 
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Lloyd Mize (left) manager of Mize Sup- 
ply Co., Waynesboro, Va., happily tells 
Robert Boyd, Vivian Currier and Charles 
W. Gill, all members of his organiza- 
tion, about the firm's recent acquisition 
of Industrial Supply Corp., Richmond, 
Va. Mr. Mize becomes secretary-treas- 
urer of the new company 





Mize Supply Purchases 
Industrial Supply Corp. 


Lloyd B. Mize, general manager 
of the Mize Supply Co., Waynes- 
boro, has announced the purchase of 
the Industrial Supply Corp., of Rich- 
mond, Va. There will be no change 
in either the policy or personnel of 
either organization, although the ac- 
tivities of the recently acquired com- 
pany will be expanded to cover a 
larger territory. Mr. Mize will take 
on additional duties as secretary and 
treasurer of the newly acquired com- 
pany. 

Personnel of the new company 
will be augmented by the addition of 
Sam D. Nunnally who will become 
vice-president. Mr. Nunnally is a 
well-known figure in the industrial 
supply field, having a background 
of over 17 years service in Virginia 
and the South. 

G. P. Clay, former controlling 
owner of Mize Supply Co., will hold 
a small interest in this new company 
and will be president. 


Edwin L. Dennis Joins 
Coppus Engineering Corp. Staff 


Edwin L. Dennis, well known com- 
bustion engineer and for twelve years 
Chief Engineer and Consultant for 
Godchaux Sugars, Inc., New Orleans, 
La., has left his former position 
and is now connected with Cop- 
pus Engineering Corp. of Worces- 
ter, Mass., in the capacity of chief 
combustion engineer. He is a grad- 
uate of the L. S. U. School of Engi- 
neering and former power engineer 
for the Texas Co., Ardis Works, 
Shreveport, La. 

Mr. Dennis is the inventor of the 
Coppus-Dennis FAN-MIX Rotary 
Gas Burner now manufactured by 
the Coppus Engineering Corp. 
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Git this. 


EXTRA 


vs Every | 
“SHOVEL 


[EM,, CROSS :: 


INGERSOLL PROCESS STEEL 


When you stock Ingersoll Shovels, you in- 
sure extra value which soon shows up in the 
extra service they give on tough jobs. 
Under a microscope, you will discover the 
reason why Ingersoll Shovels . . . 


Won't Curl Nor Split at the 
Edges—but remain Keen- 
cutting Blades 
The special Tillage Steel used for Ingersoll 
Shovel Blades is two-way rolled and elec- 
tric heat-treated to produce an interlock- 
ing mesh-grain structure. Ingersoll Shovels 
are products of the Ingersoll Steel & Disc 
Division of Borg-Warner Corporation .. . 
specialists in Tillage Steels for more than 
half a Century. Make sure you get this 
extra value in the shovels you buy. Specify 

"Ingersoll" made. 
Write for further information. Mail your 


request to our New Castle Plant. Address 
Dept. M.S. 


INGERSOLL STEEL & DISC DIVISION 


Borg-Warner Corporation 
NEW CASTLE, INDIANA 
Plants: Chicago, Ill.; New Castle, Ind.; Kalamazoo, Mich. 
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In Dairies, Dry Cleaning Plants, 


Laundries, Processing Plants, 


and Greenhouses ....... 


There is a Market 
for 





Cond. 






Gravity 
Systems 


CONNERSVILLE 


BOILER SERVICE UNITS 


A line you can sell NOW, because its 
economy appeals to thrifty plant owners. 
“New life for Good Old Boilers!” Write 
for jobber proposition. It carries a real 
profit. 








Horizontal Unit for 
Low Pressure Systems 


Pump Builders for 50 Years 


- ROOTS-CONNERSVILLE BLOWER CORP. 


aoemNM BRS. VALE SC ANOILANA 





“The Master Insulation 
for Heating Systems” 


CAREYCEL—the patented insulation for low 
pressure steam and hot-water heating systems 
(for temperatures up to 300°)—assures utmost 
satisfaction for users—easier sales and good 
profits for distributors. 


CUTS HEAT LOSSES 30% 


Impartial tests at Mellon Institute definitely 
proved the rate of heat loss through Careycel 
to be 30% less than through an equal thickness 
of aircell insulation. Shrinkage is negligible— 
only 1/10th that of aircell. Eliminates heat- 
wasting cracks at joints and makes a better- 
looking job—increases efficiency of heating 
equipment—saves fuel—costs no more than 
ordinary aircell. 
Write today for details—address Dept. 55. 





SOVE-CAREYCEL CONSTRUCTION 





4fLOW-AIRCELL CONSTRUCTION 


ay, ne 
Note the smaliness of air 
Spaces in Careycel, as com 
pared with ordinary air 
cell covering. The Carey 
process of ‘‘cellizing” the 
asbestos sheets makes pos- 
sible the higher efficiency 
of Careycel, 





THE PHILIP CAREY COMPANY =: 


Lockland, Cincinnati, Ohio 


BRANCHES IN PRINCIPAL CITIES 
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J. R. Foss, of M. L. Foss, Inc., steps out- 
side as the MILL SUPPLIES photogra- 
pher takes a quick one of him 





Alemite Announces Changes; 
Two Snappy Sales Meetings 


C. A. Fine, sales manager of the 
Alemite Division of the Stewart- 
Warner Corp., Chicago, announces 
the following appointments, and 
changes in territory, among Alemite 
District Sales Managers: 

J. C. Harger, former southwest 
district sales manager, transferred 
to take charge of the southeast sales 
territory. Roy A. Sands has been ap- 
pointed District Sales Manager of 
the southwest. 

A. F. “Tony” Haberl is now dis- 
trict sales manager in the east-cen- 
tral territory. He was formerly man- 
ager of the southeast sales district, 
now occupied by Harger. 

The complete 1939 line of Alemite 
lubrication equipment was presented 
recently before salesmen of the Os- 
burn, Crow, and Yantis Co., Mem- 
phis, Tenn., at two district jobbers 
sales meeting, held at Memphis, and 
Little Rock, Ark. One of the high- 
lights of both meetings was the 
showing of Alemite’s dramatic three- 
reel talking picture, “Mr. Sheldon 
Goes to Town.” This picture, a re- 
cent Hollywood production, tells a 
fascinating story of increased profits 
and sales through modernization. 


Smith Goes West 
For U. S. Electrical Tool 


Jack Smith, formerly in charge of 
the St. Louis district for the United 
States Electrical Tool Co. of Cin- 
cinnati is now in charge of sales 
for the Southwestern territory with 
headquarters in Atlanta, Ga. Robt. 
C. Upham who occupied the position 
of field service representative 
throughout the United States as- 
sumes charge of the St. Louis branch 
office. 


























that produce more sales 


and satisfied customers 








Some of the many 
Kennedy Products 
Fitting has extra values at no extra cost 


at help you secure re-orders as well as 
initial sales. 


E Fit design of Kennedy Valve and Pipe 
t 





For example, all Kennedy lron-Body Valves and 
Cast-lron Fittings are made of a metal that is 
50°% stronger than ordinary cast iron; and 
Kennedy Bronze Screwed Fittings are made of 
the same red metal as used in Kennedy Bronze 
Valves. Five different designs of operating 
mechanism in Kennedy lron-Body Gate Valves 
and six different designs of discs and seats in 
Kennedy Bronze Globe and Angle Valves pro- 
vide an exactly suitable construction for each 
range of pressure and service. Distinctive 
features in each Kennedy valve design assure 
lasting dependability, ease of operation, and 
low maintenance expense. 





Bronze Bronze Globe 
Gate Valves and Angle Valves 


Bronze Iron-Body 
Check Valves Check Valves 


rc 


Iron-Body 








These are some of the reasons why initial sales 
will come easily and repeat orders will follow 
automatically when you handle Kennedy Extra 
Value Valves and Pipe Fittings. 





Write for full information on these extra-value 
products . . . made in every standard type 
and size, and sold to industrial plants only 
through the distributor. 





Malleable-Iron The Kennedy Valve Mfg. Co. 


and Bronze 
Pipe Fittings 


Elmira, N. Y. 


KENNEDY 








Cast Iron 


cot vans raat ow | Wa VES~PIPE FITTINGS 
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Simplex “Util-A-Tool” Does 
a Thousand Jobs 
e ¢ Quickly Pays for Itself! 


Suppliers Find Them Needed 
and Wanted by Every Industry 


Simplex ‘‘Util-A-Tool’’ will lift, lower, move, clamp, pull-in, 
spread, tension, and pull wheels, tomy and pulleys, and do 
hundreds of other jobs necessitated by modern equipment or 





One of the 217 Models methods; quickly returning their cost on any one of the many 
in the Simplex Jack jobs they do. ” 
“pe It's one of those ‘‘once in a blue moon”’ items that make sales 


history. They sell on demonstration because they don’t cost — 


they save! Good margin of profit — they’re priced right and pro- 
duce repeat orders. 


Order demonstrators for your men and a stock today; and get a 
supply of Form P-P 39 — plain or imprinted — illustrating how 
they’re used to cut costs in industry! 


TEMPLETON, KENLY & CO. « CHICAGO 


Better, Safer Jacks Since 1899 


SIMPLEX 


GOLD MEDAL AWARD SAFETY JACKS 


3 














Safety Belt Hooks and Lacers 
Give You More Profit! 
ag — 





Let us explain, 
quote you and 
outline our sales 
co-operation. 


2 
3-4 , 
5 


<7. ° wr Mgt ted 
‘ L J 
6 ;, 
SAFETY 
Portable Lacer ” 










See Those Jaws 

Not fiat, but RIBBED 
Each Rib Contacts 

A HOOK ONLY 


The Best a4 

Belt-Lacing a 

System ak awe 

with the <a “a —— _— 

sunk below the 
—" surface of belt 
Full 6” Capaci 

For You! ” ” ty These two features 
Stouter 
St appeal to 

ronger mechanics. 


Sales are easy! 


Safety Belt-Lacer Co., Toledo, Ohio 











92 MILL SUPPLIES © MARCH 10, 1939 





| Stocking Oilite Bearings? 





Try this Improved Method 


A simplified method of storing 
Oilite bearings, a product of the 
Boston Gear Works, Inc., North 
Quincy, Mass., has been discovered 





Norm Root of Andrews Hardware & 
Metal Co., Los Angeles, Cal., recently 
visited the New York office of Boston 
Gear Works to get a look at this new 
stock system 


and put into practice by the New 
York City branch office. 

By taking plain ordinary cans of 
the same size and painting and label- 
ing them with the correct bearing 
number, a neat stocking method is 
achieved the stockroom man _ will 
find it much easier to locate any 
bearing needed instantly. 

The use of cans or steel boxes in 
place of wooden or cardboard boxes 
will eliminate any possibility of the 
oil being absorbed, as is the cases 
with the usual type storing container. 


Industry Supplies Co. 
Remodels Offices 


In order to provide more satisfac- 
tory facilities for routine operations, 
Industry Supplies Co., San Diego, 
Cal., has remodeled its offices. 

A three-weeks sales program con- 
ducted by Mr. Bradshaw of Wailes 
Dove-Hermiston, manufacturers of 
industrial protective coatings, was 
recently completed and Paul B. Ray- 
burn president of Industry Supplies 
reports, “We are highly pleased with 
the results obtained and the value of 
the line.” 


Phil Pidgeon Heads Memphis 
Chamber of Commerce Division 


Phil Pidgeon, head of Pidgeon- 
Thomas Iron Co., Memphis, Tenn., 
was elected vice-president and chair- 
man of the Memphis Chamber of 
Commerce, industrial division for 
1939 at a recent meeting of the 
Chamber’s board of directors. 

“One of the major objectives 
planned for the year, will be a more 
intensive drive for industrial and 
distributional development,” said 
Mr. Pidgeon. 











. = 
——_—_— 
es 
| a. es 


= ooh ——_— — ————— —— —— ——— ————— 
—S 
$F S|_—S__=—_ == 
—_ ——_ 


SS===—_——_—_—— 
— 
——— —=—S i 
etl —— ae a ne 
—_ —_ ——— — Al 


eet pt pe 
a 
re 
—____——— 


— — — — — 


0) 23 


Shafting—Hot Rolled 


Bars, Shapes and 

Plates — Galvanized 

Roofing and Siding— 

Seamless and Welded 

Pipe —Cold Finished 

Bars and Shapes — 
- 










Other J & L 
Steel products: 


Seamless Steel Boiler 


Nails and Wire Prod- 
ucts—Flat Galvanized 
Sheets. 


You have learned from long experience the genuine pleasure in 
handling a eye that has little or no bad reaction when sold — 
a product that invariably gives genuine satisfaction. 


We offer Gilmore Wire Rope with definite assurance that it will 
create just such a favorable condition. Unlike ropes made under 
“hit and miss" guesswork, Gilmore Wire Ropes are precisionbilt 
to a tolerance of 1/1000 of an inch. They fm ti better because 
they are thoroughly protected by lubrication, while other wire ropes 
of the highest grade goes to you with one strand painted and this strand is exposed to 
and has a capillary attraction for dampness and rust because it is absolutely without a 
drop of lubrication. 


Gilmore ropes look better and are better because they are built in the only all modern plant in 
America, on all precision machines. They sell easier because they will give longer and more uni- 
form service. 


Write us today for full information on how it is to your best financial interest to sell Gilmore Ropes. 


GILITIGRE WIRE ROPE DIVISION 


MUNCY-PENNSYLVANIA 


JONES & LAUGHLIN STEEL CORPORATION 


PITTSBURGH PENNSYLVANIA 
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CONGRESS 


V-BELT 


PULLEYS 


because they are strong- 
ly built. They will give 
your customers very sat- 
isfactory results. 

* Congress V-Belt Pul- 
leys are individually 
tested for true running 
and balance before leav- 
ing the factory. They 
incorporate manufac- 
turing improvements 
that are found in no 
other pulley. 

















* Increase your pulley 
sales easily and profit- 
ably with Congress V- 
Belt Pulleys. Feature 
this line on your 
counter—in your display 
window and in your 
daily calls. Our display 
board is a sale maker— 
and is available to our 
distributors. 

s 


* You should sell Con- 

gress V-Belt Pulleys to 

make more money! 
Get the facts! 


CONGRESS TOOL & DIE CO. 


9026 Lumpkin Avenue 
DETROIT, MICH. 
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* will give long service 
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Front page of a four-page reprint from 
the Kenosha Evening News describing 
the dinner and family party put on by 
the Macwhyte Co., Kenosha, Wis. 
Veteran 25-year men were presented 
with gold watches and a certificate of 
service 


West Coast Supply House 
Seeking New Lines 


Degen-Fiege Belting Co., Los 
\ngeles, Cal., at the present time 
engaged in supplying leather belting, 
leather packing, mechanical rubber 


goods, pulleys, V-belts and accessory 
items to the industrial trade in South- 
ern California and Arizona are seek- 
ing to add new lines in associated 
products. Realizing that there are 
several popular eastern manufactur- 
ers who have not as yet established 
an outlet on the west coast for in- 
dustrial supplies, feel that they might 
be helpful in arranging for distribu- 
tion of products in their territory 
now not represented. 








It seems as if Fred Barker, Eagle Mfg. 
Co., has little trouble holding the inter- 
est of this visitor at the recent industrial 
show of the Sterling Products Co., Mo- 
line, Ill., branch 
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AIR 


“KNOCK-OUT" 





IT INCREASES 
PRODUCTION 


Here’s a sales story that will get 
you an interview with the right 
man every time. Schrader Ejector 
Sets put air to work clearing fin- 
ished work from presses. They in- 
crease production and make the 
operator’s job safer. Economical 
too, because they don’t waste air. 
Can be used on all types of presses, 
and operated by cam or ram ac- 
tion. Purchasing agents know that 
Schrader prices are well in line. 
These sales-making advantages are 
typical of the entire Schrader In- 
dustrial Line. Better look into it. 


Schrader 


8G 05. PAT OFE 


AIR “KNOCK-OUT” SETS 


Line of 
One of the Complete 
soit Industrial Products. 





A. SCHRADER'S SON BROOKLYN, N. Y. 


Division of Scovill Manufacturing Company, Incorporated 














Every Shop and Plant 
will buy more 
ARMSTRONG TOOL HOLDERS 


As long as metal is being machined there will 
be an active market for ARMSTRONG TOOL 
HOLDERS, for they are the standard cutting 
tools used in over 96°/, of the machine shops 
and tool rooms. All plants are always in the 
market for some ARMSTRONG TOOL HOLD- 
ERS—need some sizes, some types, need only a 
reminder or mention to buy, for there are 
ARMSTRONG TOOL HOLDERS for every 
operation on lathes, planers, slotters, and 
shapers. 


ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People" 
Eastern Warehouse and Sales: 199 Lafayette St., New York 


305 N. Francisco Ave. 
CHICAGO, JU. S. A. 
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The industrial distributor who is "on his toes’ 

goes after the ARMSTRONG TOOL HOLDER 
business wherever a plant is being modernized, 
for modernizing usually means modern 
ARMSTRONG TOOL HOLDERS too; follows 
up each new machine tool sale for these usually 
call for complete sets of tool holders; notes 
every product change, every added department 
—all can mean more ARMSTRONG TOOL 
HOLDERS or ARMSTRONG Turret Lathe and 


Screw Machine Tool sales. 


If your out to make profits from your tool de- 
partment, keep an ARMSTRONG Catalog with 
you, and talk ARMSTRONG TOOLS to every- 


one. 





SAN FRANCISCO 
LONDON 





SR reeset cd 
CT Es Pees 








MILL SUPPLIES @® MARCH 10, 1939 





















ADHESIVE Industrial progress has 


meant greater need for 


TA Pp E S fine ecm ne The 

VY ME] AMEE ict Tope Corporton i 
TSMR oe cn te propered tc 

TO INDUSTRY [isiarananaste 

AND 

PROFITABLE [iimpaeesmaatess 
TO YOU! ——” 


sales-building plan. 






vee 


PRIAL TAPE CORPORATION 


NEW BRUNSWICK, N. J. 
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Three brothers doing an intensive selling 
job are (left to right): J. C. Fletcher, 
R. D. Fletcher, and A. B. Fletcher, all 
of J. C, Fletcher Co., San Francisco, Cal. 





Revisions in Territorial 
Representatives Just Made 


J. B. Trotman, manager of Tur- 
bine Pump Division of Roots-Con- 
nersville Blower Corp., Conners- 
ville, Ind., has just announced the 
following revision of territorial rep- 
resentation and one new appoint- 
ment: 

R. L. Deppmann Co., Detroit, to 
take sales of turbine pumps in east- 
ern half of Michigan and Toledo area 
of Ohio, formerly in charge of B. J. 
Walter who has joined Deppmann. 
Messrs. Lee and Clark, Chicago, 
have succeeded F. S. Salchenberger 
in the greater Chicago area. Hiram 
H. Haight, Milwaukee, has been 
given the entire state of Wisconsin 
on Roots-Connersville water  sys- 
tems in addition to complete turbine 
pump line in the metropolitan Mil- 
waukee. 

Ryan Sales Corp., Nashville, has 
been appointed to cover all the cen- 
tral counties of Tennessee previously 
handled direct from the factory. 


Wm. Blom Joins Staff of 
Manufacturers Supply Co. 


E. H. Idema, president of the 
Manufacturers Supply Co., Grand 
Rapids, Mich., recently announced 
the appointment of Wm. Blom to the 
sales staff. Mr. Blom was formerly 
connected with the Brammall Supply 
Co., Benton Harbor, and The Crane 
Co., Grand Rapids. Plans are on 
foot to move into a new building at 
38 Concourse Ave. sometime during 
\pril. 


Sorzano Resigns as Industrial 
Mgr. Wailes Dove-Hermiston 


Julio F. Sorzano has announced 
his resignation as manager of the 
industrial division of Wailes Dove- 
Hermiston Corp., New York City. 
Mr. Sorzano has not made known 
his future plans. 
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wuHat HAS A GOULDS pistrisutor 
THAT NOBODY ELSE HAS? 
Five important advan- 


tages all Goulds dis- 
tributors have: 


. Pumps noted for more 
than ninety years for 
quality (long life, high 
efficiency,dependable 
service.) 


~ 


A line of pumps so 
comprehensive that any 
customer's requirements 
can be met with pre- 
cision. 


w 


. Competitive prices, 
quality considered. 


> 


. A working agreement 
based on the Gou!d; 
distributor policy, every- 
where acclaimed for it; 
soundness, its fairnes; 
and the co-operation it 
assures. 


Lal 


. A complete merchandis- 
ing plan to assist in 
selling. 


We don't know any 
other pump distributors 
who enjoy equal ad- 
vantages. 





lf you are not yet @a 
Goulds Distributor, write 
us for complete set-up. i 


&D Ra9o4 


SERVICE 


four. 
fertts \ 


4 o 
s ave 


Complete, satisfactory service 
cannot be developed in a day 
—or in a few years. It is the 
result of long experience, com- 
bining continuous, and active 
development and expansion to 
such adequate proportions as to satisfactorily meet the needs of 
every customer. 


R B & W, as one of the world’s leading and oldest manufacturers 
of industrial fastenings, stands alone in its ability to provide 
such service—and actively exercises this ability. 


You can meet all customers’ demands by maintaining a stock of 
R B & W quality products: Bolts, Nuts, Rivets, Screws and 
Washers furnished from large warehouse facilities which insure 
prompt delivery. 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


PORT CHESTER, N.Y. ROCK FALLS,ILL. CORAOPOLIS, PA. 
SALES OFFICES: CHICAGO: DETROIT’ PHILADELPHIA 
DENVER * SAN FRANCISCO - LOS ANGELES * SEATTLE * PORTLAND 


@ ow: 
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Here's the sales staff of Squier, Schilling 
& Skiff grouped around Err McGonegal 
and his son Donald (third and fourth 
from right) of McGonegal Mfg. Co. at 


a recent sales meeting 


Mateer Succeeds 
Shaw on Board 


Don L. Mateer has just been ap- 
pointed to the Board of Directors of 
the Barrett Hardware Co., Joliet, IIL, 
to succeed Charles J. Shaw who re- 
cently resigned. Mr. Mateer has been 
with B H for the past 45 years. 








Do You Know? 


(Continued from page 32) 








1. To smooth a previously drilled, 
bored or punched hole. 

2. Four: finish to exact, prede- 
termined “tolerances; produce a 
smooth finish on the hole walls: do 
both; elongate two mismatched 
holes for bolting or riveting. 

3. A bridge reamer. 

4. Chatter, because the reamer is 
unsupported. 

5. Sometimes, if it’s the wrong 
reamer for the particular job. 
Usually it’s due to insufficient sup- 
port for the reamer. 

6. A short, thick reamer that is 
inherently stiff. 

7. A long reamer with unevenly 
spaced or spiral flutes, or a pilot 
at one or both ends, or both. 

8. Uneven spacing breaks up the 
tendency for synchronized vibration, 
slippage and torsional deflection. 

9. Yes, providing that two or 
more flutes overlap within the hole 
being reamed, and that the angle of 
the spiral is not so great that ex- 
cessive pressure is required to force 
the reamer through. 

10. Reamers for tapered holes— 
here a steep spiral gives best re- 
sults because it has less tendency to 
dig in. 

if Opposite ; otherwise the 
reamer will pull itself in and do a 
poor job. 

12. Hold the reamer in alignment 

































Remember, you moke 
more money when you 
sell more drives. 
Medartmakes this easy 
_. Write direct for val- 
vable sales and eng 
neering reference data 
contained in Medarts 
New V-Belt Catalog 
No. MN.B.-139. 


| SELL MAXIMUM POWER TRANSMISSION 




















New MEDART 


V-BELTS 
“They Grip the Grooves” 


ELASTIC ENVELOPE 
a TAKES THE WEAR 


Seeererr 
Seaeer® 


HIGH TENSION 
SECTION 





SSeS CORD IN 
ehess53" WEUTRAL SECTION 


HIGH COMPRESSION 
<72tt sen SECTION 


Sel the NEW Medart V-Belts because you can quickly 


prove to your customers that they transmit the maximum 


power at a minimum cost. 


They give you the maximum in V-belt service because of their 
“balanced groove gripping” action... Accuracy of cross section 
assures a balanced groove grip ... The load carrying section of 
the belt is co-ordinated with its groove gripping action... Each 
strand in each individual belt and each belt in a multiple belt drive 


carries its proportionate share of the load. 


Medart Sheaves — furnished in aff sizes. 


THE MEDART COMPANY 
3514 DeKalb St. ° ° + St. Louis, Mo. 


W/// o Z v FDARI mur yp ° 
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TAYLOR-MADE 


ALLOY STEEL 
SLING CHAIN 


With a REPUTATION 
for PERFORMANCE 
and PROFIT 


Taylor has produced this super fine 
Alloy Sling Chain which has been 
sorely needed by industry—strong and 
safe for any load or job. There is a 
demand in factories, quarries, machine 
shops, garages, mines, steel mills, 
foundries, railroads, on construction 
jobs—in fact anywhere there are cranes 
and derricks they need Taylor Alloy 
Sling Chain. You‘re missing an oppor- 
tunity for making good profits if you 
haven't signed up as a Taylor distribu- 
tor. 








OTHER 
TAYLOR- 
MADE 
PRODUCTS 


} 


"i 


a 


Proof and BBB 
Coil Chain 


log Chains 


Steel Loading 
Chains 





Dredge _ Iror 
Chain 


Mesaba_  Iror 
Chain 


Conveyor or Log 
Hau! Up Chair 

Taylor Machine 
hain 


an 


“wz 


Taylor Coil Chain 
Chain Dogs 
Boom Chains 
Brake Chains 
Switch Chain; 
Tire Cha'ns for 
Passenger Cars 
Tractor, and 
Trucks 


Emergency Pas 
senger Chains 


Weldiess Chain 
Trace Chain 
Heel Chains 


Harness and Sad 
diery Chains 


Breast Chains 

Mine Car Hitch- 
ings 

Tail Gate Chains 


Cran2 and Sling 
Chains 


Hooks, Grab, 
Slip 


Drag Chains 
Drag'ine Chain 


Mine Car Coup- 
ling Chain 





100 


and support it. 

13. As large as possible—even to | 
the diameter of the hole itself. | 

14. No; it works better when | 
guided in a hardened and ground 
bushing. 

15. First, selection to suit the job. 
\fter that, materials, heat treatment 
and design. 

16. High-speed steel and carbon 
steel. 

17. High-speed steel. 

18. Carbon steel. 

19. Carbon steel. 

20. Carbon steel again. 

21. High-speed steel. 

22. For the cutting portion, the 
lands; for the non-cutting channels, 
the flutes. 

23. The flutes must be wide and 
deep enough to handle the chips 
without clogging, yet not so wide 
the lands are too thin, otherwise the 
latter heat and wear down. 

24. 0.012 to 0.15 in. for machine- 
finishing, 0.004 to 0.006 for hand 
reaming. 

25. Land width, with two other 
factors, determines smoothness of 
hole — the wider the land the 
smoother the hole. Finish and 
keenness of cutting edges are the 
other two important factors. 


Sam Supplier's Figures 


lnswer to the question on page 


117 
319 


If it took you longer than 4 
minutes to get that, go and take a 
rule out of stock 

How do you do it? Notice that 
the 7 (top right figure), multiplied 
by something, must end in 3. The 
multiplier must be 9 You've got 
to get a zero for the second digit 
under the line, so guess at a pair 
of 11’s—which also takes care of the 
1 under the zero. And so on through 
the analvsis. 


20% Discount on Threads 


In January Mitt Swuppcies, the 
answer (page 100) to Question 6 
of “Do You Know”, on a t-in., 
16-thread tap, inadvertently said that 
this is the U. S. standard. Our 
three regular readers called us on 
it—for the National Standard is 20 
threads per inch on a }-inch tap. We 
apologize ! 
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YOU’RE ON TOP 
OF THE WORLD 





And ALLIED PRODUCTS 
\ 


Universal acceptance is written 
into the sales records of every 
jobber who has taken on the 
fast selling, quick turning 
ARRO LINE—and here are the 
reasons: 

Arro Expansion Bolts and Al- 
lied Products are designed and 
built with your customers in 
mind. They are sturdily con- 
structed of the best materials 
and further protected for long 
life service against elements 
by cadmium plating. Sell Arro 
Expansion Bolts and Allied 
Products. Write for catalog 
and jobbers’ prices. 


ARRO EXPANSION BOLT CO. 
MARION, OHIO 






Sold only 
through jobbers 




















Walter R. Carr Co. of San Francisco 

sponsors this act. On the program left 

to right are Harold J. Gallon, shipping 

clerk; Elizabeth Felitz, stenographer; W. 

C. Wrightsman, bookkeeper and Wildey 
H. Carpenter, salesman 


Ralph Abbott, President 
Lewis E. Tracy Co., Dies 

While vacationing in Florida, 
Ralph Abbott, president of Lewis E. 
Tracy Co., Boston, suddenly con- 
tracted pneumonia and passed away 
February 25. Mr. Abbott was a 
well-known figure in = mill supply 
circles and his passing will be deeply 
felt among his many friends and 
associates. 

Lewis FE. Tracy Co., just an- 
nounced the advancement of C. B. 
Sradford to vice-president and di 
rector, and George B. Hyde to the 
board of directors. Both men have 
been very active in the sales and en 
gineering end of the business. Mr 
Bradtord has been with Tracey. for 
the past 14 vears, and Mr. Hyde for 
the past 8 vears. 

Mr. and Mrs. Lewis Tracy sailed 
early in February for an extended 
trip to South America. 








Yes or No On 
Perpetual Inventory 


(Continued from page 29) 








work to the conduct of a supply 
business, and, as I have stated 
previously, in a business like ours 
where such a wide variety of items 
and sizes of items are being han- 
dled. we should be constantly 
striving to eliminate detail. 

We feel we have as good con 
trol of purchases as is necessary. 
I, personally, keep this record up 
myself and I can tell you at a 
glance just what our purchases on 
any item have been over a period 
of years and the story of the 
movement of that item over the 
same period. We take physical in- 
ventory four times a year—this 
inventory being conducted — by 
lines over a period of time without 
upsetting our routine, and, by 
comparing the physical inventory 
with our purchase records, we can 
tell immediately whether a line is 


WHEREVER THERE'S A 
“SICK HOIST" 


there’s a spot where you 
and R & M ean get to- 
gether, for the good of all 
concerned. An R & M 
Hoist will do the work—-no 
foolin’. 






Here is one of the new 
heavy-duty R & M_ jobs. 
with all-steel frame, and 
built-in steel trolley and 
safety lug—-a line of steel 
from track to hook. Modern to the last 
ars - detail: low in cost; good for twenty 

4 > iquiry — we 
aa aren 
° An installation that doesn’t go sour 
Sold Through Mill Supply gives you an “in” that keeps on produe- 
Houses Everywhere. ing. That’s what R & M offers. 


ROBBINS & MYERS, INC. 


HOIST & CRANE DIVISION e SPRINGFIELD, OHIO 


DISTRIBUTOR ACCEPTANCE 


the final verdict on quality .. . 























ad) 
Acceptance of Utica Tools by so 
80800060803 many top notch distributors is out- 
dy, ak i standing proof of the high quality 
= and dependable performance for 
which these tools have been known 
over a period of more than forty 
years. Utica Tools offer unusual 


profitable repeat order possibilities. 


eceevececs ce 


| : Oa ce ae Cee 
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A TOUGH 
BABY! 


— but a friend of every 
industrial distributor 
@ Year in and year out, for , 


thirty years, industrial distrib- 
utors have been selling Alligator 


Steel Belt Lacing. It has been a sound, substantial 
item with a turnover that in the case of many dis- 1, Without 


tributors has been truly remarkable. 


Since it is a type of business that often just auto- 2 
matically flows from the industrial plants and shops, ~ 
we believe that many distributors are overlooking 
some additional easy profits on Alligator in their 
territories. Why not make a quick check-up on some 
of the plants in your section and find out what 3. 
sizes of Alligator are needed and then check your 
own stock to see whether you could handle any 
might come up. 4. 

Some distributors carry special lengths as a ser- 
vice to important customers. In other instances the 
plants stock the special lengths and the distributor 
checks up occasionally to see that the stock is suf- 


emergency belt lacing job that 


ficient to cover emergency needs. 


Where the sale of Alligator steel lacing is placed 
on a service basis it shows up on the profit side 
of the ledger a lot sooner than you might expect. 


FLEXIBLE STEEL LACING CO. 
4633 Lexington St., Chicago 














Industrial piant 
men like ALLIGATOR 
steel lacing because: 


any fuss or monkey 

business it can be put on with 

a hammer and it drives straight 

It will handle the lacing prob- 

lem for belts ranging from tape 

less than 1/16” thick up to belts 

5/8” thick and as wide as they 

come. 

The belt can be unfastened in a 

jiffy just remove the rocker 

hinge pin and the joint comes 
apart. 

Alligator Steel Lacing is made of 

a special grade of steel that 

combines ductility with high 

tensile strength. Service records 
of millions of belts laced with 

Alligator show that it has remark- 

ably long life. 

5, Alligator makes a joint that is 
smooth on both faces—it embeds 
in the belt and the compression 
grip protects the belt ends and 
keeps the plys from separating 

6. It is supplied in steel, Monel 
and “Everdur” in twelve sizes. 





ALLIGATOR 


TRADE MARK REG. 2° 


U.S. PAT. OFFICE 


JUST A 
2 ee HAMMER TO 
—. APPLY IT 


STEEL BELT LACING 



















a ee oe 
HOISTS 


stand the 
test of work 
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moving and whether more stock 
should be ordered. 

At the same time, our stock 
clerks, when filling orders, are con- 
stantly checking our supply of all 
items. If we get close to the 
minimum, the stock clerk enters 
the fact on an order and submits it 
to me. If we feel the stock should 
be replenished, we send through an 
order to the manufacturer with a 
notice to send it with the next ship- 
ment of goods to us weighing 200 
pounds. In the case of ladles, or 
other large items, when we find one 
size in our stock is running short, 
we take an inventory of the en- 
tire stock and make up a complete 
order of ladles. 

Our system is simple, accurate 
and, I believe, gives us the best 
possible control of our inventory 
and our orders—and it 
entail the additional expense and 
detail that goes with the conduct of 
a perpetual inventory system. 


cle eS not 








That Curious 
New York Territory 


(Continued from page 28) 





LOWER MAINTENANCE 


cosTs 


LONGER WORKING 
LIFE 


MORE AND CHEAPER 
PRODUCTION HOURS 


A simple sum in buyer's arithmetic 
is the best reason in the world for 
presenting your customers with the 


features of ALL-STEEL 


PEERLESS 


HOISTS 


Plain facts supported by plenty of proof from 
users’ records give you a quick, easy sales 


clincher for more hoist business. 


Send for Catalog "P" Today 


THE HARRINGTON CO. 


17th & Callowhill Sts. 


Philadelphia Pa. 
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kept pace with the times, and buy- 
ing procedure in this era is just 
as far advanced comparatively as 
selling procedure. 

In fact, one must keep pace with 
the other if oblivion is not to be 
the answer. 

Service is still 
although the word is abused and 
subject to many interpretations. 

And Service, as we understand 
it, must be rendered and 
share alike to both the consumer 
and the manufacturer whose prod- 
uct the distributor distributes. 

In the writer’s opinion, this 
New York territory has lagged be- 
hind other important industrial 
centres in its acceptance of ex- 
clusive manufacturers distributor- 
ship. 

This may have been caused 
partly by the manufacturer's re- 
fusal to recognize this territory as 
being amenable to the same laws 
of distribution as other territories. 

If this is one of the basic rea- 


the watchword, 


share 


sons, this state of mind may have 
been generated by the type of mill 
supply that New York 
fostered. 


house 


This is no apology for this par- 

















SALES ROLL 





ON DART’S 
TRUE BALL JOINT 


Tightness repeated 
something to talk about. And Darts 
give you this strong, provable selling 


under use is 


point. For in Dart Unions, true ground, 
spherical seating surfaces assure tight 
seals—repeatedly—in tough service. 
That’s why Darts are worth more to 
your customers 
sell them. 
Check over the qualifications of Dart 
Unions: 





and pay you more to 


extra wide seating surfaces, 
ground to a true ball joint, heavy mal- 
leable iron bodies and nuts, top resist- 
ance to pipe strains, wrench abuse, and 
co cosion. Write today for Dart’s job- 


rm ‘ 
be we policy. 


E. M. DART MFG. CO., Providence, R.1. 


Sales Agents 
The Fairbank~ Company 


. New York 
and all branches. 
(anadian Factory 

Dart Union Company. Ltd... 


loronto, Canada 








ucular type of mill supply house, 
as New York is no different than 
any other city in the country in 
this respect: Its inhabitants 
conform to its environment, and 
there is a multitude of 
why New York distributors were 


one 


reasons 


| as they were; and are as they are. 


The mill supply dealer in Corn 
Hollow has certain manufacturing 
plants within the confines of his 
own territory wherein the mer 
chandise he sells is consumed right 
there. 
located in the plant as are the other 
departmental heads he must con- 
tact if he is to make a 

Is this true of New York City: 

The answer is ambiguous 


The purchasing agent is 


sale. 


ves 
and no; besides which, it may be 
both ves and no; but, regardless 
the 


have 


how it is, 
must 

the flexibility to handle the situa 
tion if it 1 


of which it is or 
dealer's organization 
is to function one hun 
dred per cent as a manufacturer's 
distributor. 

It is easily possible that he may 
be competing with the null supply 
Hollow, the 
reason that some plant in) Corn 


dealer in’ Corn for 


Hollow is one unit of some na 


tional organization whose pur 
chasing headquarters are in New 


York City. 


Must Meet Conditions 


New 
part im 


the 
ho 


Bear in minds that 
York distributor had 
creating such a situation. If he 
is to function as a manufacturer's 
distributor 
adapt 
existing, 


however, — he 
the 
regardless of what these 


must 
himself to conditions 
conditions are. 


Furthermore, if the manufac 
turer Is to procure the maximum 
of business from a given territory, 


he also must adjust himself to the 


| existing conditions. 


\fter all, why does a manu 
facturer appoint distributors 7 
As an adjunct to his own sales 
department; recognizing the fact 
that a distributor organization, to 
be of the proper value to a manu 


| facturer, must have a close grasp 


of existing conditions and must 
keep on top of these conditions at 
all time and change with them as 


Nothing 


change may be indicated. 


is ever static, particularly some- | 


thing as elusive as economic mani- 


festations; and a distributor’s 
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YES..and 


REX-WELD 
.. MM. Distributor: 


Why not handle the rapidly 
increasing business in these two 
“‘live’’ repeat industrial items. 


@ REX-WELD (aw-81) 


(Corrugated Type) 


FLEXIBLE METAL HOSE 





ba 


saul) 38 


7 


HUPEUEL DOOR Deere epee eee 


For general service including high 
pressure and high temperatures; abso- 
lutely leak-proof; both STEEL and 
Bronze; longer lengths; re-attachable 
couplings. 


© REX-TUBE (a1-15) 


(Interlocked Type) 


FLEXIBLE METAL HOSE 


ECCCCCECC LE 


For Steam. Oil, Tar, Asphalt, Tank 
Car unloading and normal industrial 
service. 





Now Selling te: 


widely diversified industries — Avia- 
tion, Air Conditioning, Canneries and 
Meat Packing, Chemical, Gas and 
Coke Plants, Glass Manufacturers, 
Laundries and Cleaners, Machine 
Tools, Marine, Metal Working, Oil 
Refineries, Plastics, Power Plants, 
Product Design, Railroads, Refriger- 
ation, Road Contractors, Rubber, 
General Industry. 


INDUSTRIAL DISTRIBUTORS profit in 


handling these items. 


WE FURNISH SALES ASSISTANCE in your 


territory. 


WRITE FOR industrial distributors propo- 
sition. 


CHICAGO METAL HOSE CORP. 


MAYWOOD, ILLINOIS 
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YOU’RE IN STEP 


4 Ss s 
’ ‘ . ‘ 
» » » 
x x ¥ 





Sell 








WE 





WITH TAP 
PROFITS 


WHEN your customers buy again and again on 
the strength of past performance— 


WHEN expert engineering service follows the 
taps to insure their maximum production— 


WHEN you can depend upon efficient merchan- 
dising co-operation from the manufacturer. 


Wa in cer Taps 


THE WINTER BROTHERS CO., Wrentham, Mass. 


Main Factory: WRENTHAM, MASS.—Branch Factory: DETROIT, MICH. 


A Division of the National Twist 
Drill & Tool Co., Detroit, Michigan 


WILL SATISFY THOSE WHO DEMAND THE BEST 








THEIR NATIONAL ACCEPTANCE 
MEANS EASIER SALES FOR YOU 





DESMOND 


DRESSERS 
and CUTTERS 





Most industrial plants know and 
use Desmond Dressers and Cut- 
ters, the only complete line of 
wheel truing tools. 


Write for catalog and prices and 
secure your share of this profitable 
business 





SIMPLEX 


Steel Slide 


VISES 





The exclusive solid steel slide 
makes these vises stronger and 
more serviceable than iron slide 
vises. 


Write for catalog and prices and 
furnish your customers’ with these 
better vises at no extra cost. 





THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 
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value is measured by his ability to 
keep in step with this state of 
flux. 

Referring back again to Dia- 
mond Jim Brady; if he were 
transported into the present sel- 
ling arena, he would be an anom- 
aly. Purchasing technique has de- 
veloped along scientific lines and 
selling methods extant in the 
“good old days” would be a misfit 
as a consequence. 

All of this is not meant dis- 
paragingly towards an era which 
has been outmoded ; in fact, it can 
be used as an exemplification of 
the basic truth that adaptation is 
the crux of a distributor's policy, 
and as Diamond Jim Brady 
adapted himself to his day, so 
must we to ours. 

Today in the New York terri- 
tory, distribution of a manufac- 
turer’s product calls for intensive 
collaboration between the manu- 
facturer’s and the 
organizations. 


distributor's 


Coordinate Sales Activities 


The one common goal is sales 
and with the terrific competition 
prevailing, the manufacturer must 
recognize that the distributor's 
problems are his problems and 
every effort must be made to co- 
ordinate sales activities toward 
this common goal. 

In this New York area, pur- 
chasing offices abound, which of- 
fices are far removed from where 
the merchandise purchased, 1s 
consumed, In many cases the con- 
sumption poimt is in a_ foreign 
country. This, however, is an ex- 
isting condition and must be met. 

There can be no hard and fast 
rule as to how it will be met, as 
the circumstances will vary in 
nearly all cases, but, to a jis- 
tributor who is on his toes, he 
proper method will be establisned 
in accordance with these circum- 
stances. 

The one element in common be- 
tween the New York distributor 
and his Corn Hollow associate, is 
the solicitation of business through 
the smokestack method; which 
means the assiduous following up 
of every smokestack within the 
confines of this New York terri- 
tory wherein the product is both 
purchased and consumed. 

There is no one formula or 
panacea which will act as the open 

















sesame on ihe purchaser's signa- 
ture, unless it is hard work and 
close application to the job on 
hand, with a full understanding 
and appreciation of the consumer’s 
and the manufacturer’s problems. 

This little dissertation was 
meant to be conducted in a rem- 
iniscent and philosophical vein 
and to be in retrospect, but in re- 
viewing the changing kaleidoscope 
of 34 years, practicalities of neces- 
sity came to the fore, and the 
present, which is a result of the 
past, cannot be overlooked in pay- 
ing tribute to this past. 

What the future years hold in 
store cannot be foretold. That 
there will be changes is inevitable. 
The progressive distributor will 
keep his ear to the ground and de- 
velop along with the trend of his 
times. And, if, as the years pass 
on, he is outdistanced by his com- 
petitors, he will be a victim of the 
law that says the fittest shall sur- 
vive. 








Program Takes Shape 


(Continued from page 22) 








This exclusive Westco feature means extra de~ 
pendability ... extra savings ... for the all-bronze 
renewable liners can be replaced at about 1 4 the 
usual expense. In addition Westco’s only moving 
part, the impeller, operates without metal-to- 
metal contact... minimizes operating cost... uses 
less power as head pressure decreases. The com- 
plete line of Westco Turbine Type Pumps gives 
you equipment that sells fast... stays sold... and 
makes money for you. Don't wait. Write for 
literature and attractive jobber's plan today. 


| q MICRO-WESTCO, ING. terrence. iow 














schedules will line up: 

Thursday, May 25 (sailing date 
from N. Y.)—afternoon meeting 
of executive committees aboard 
ship before sailing. 

Friday, May 26—Dock at Nor- 
folk 9 a.m., sail at 10 a.m., no 
meetings scheduled until joint ses 
sion of all associations in after- 
noon, 

Saturday, May 27—Separate 
convention sessions for all three 





associations both morning and 
afternoon. 

Sunday and Monday, May 28 
29—Bermuda, sailing again Mon- 
day evening about 5 p.m. 

Tuesday, May  30—Sessions 
both morning and afternoon, with 
industry’s annual banquet Tuesday 
night. 

excellent accommodations — for 
the meetings will be available on 
the “Monarch.” The Main Lounge, 
with its well equipped stage, roomy 
balconies and adequate seating ca- 
pacity for hundreds of delegates, 
provides a perfect meeting place for 
joint sessions. There are other 
large, well-appointed public rooms 


High - Speed - Edge 
HACK SAW BLADES 
MARVEL High-Speed-Edge Blades are Non-Breakable because 
they are patented composite steel blades with genuine tungsten 
high speed steel teeth (1) welded to tough, non-breakable alloy 
steel back (2-3). Only these (pat'd) composite blades can be 
both strictly high speed and at the same time positively un- 
breakable, can assure the finest cutting edge and full cutting 
edge life. They permit for higher machine speeds and pressure 
feed—step up production to machine capacity. Box for box ald 
they will out-cut all others . . . still cost no more than ordinary Positively 
high speed blades. 
Sell MARVEL High-Speed-Edge Hack Saw Blades—for volume Unbreakable 


sale and repeat business. 


ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People’’ 
5753 Bloomingdale Ave., 
Chicago, Ill. 
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They're the 
only answer 


to a real 
problem. . 


so industry 


is buying. 


SELF-LOCKING HOLLOW SET SCREWS 


Heretofore there's never been a positive way to prevent accidents or breakdowns 


caused by set screw 
around the points of 


ting or shaking loose. 


This extra safety factor is creating a big demand in almost all 
these screws. It will pay you to carry and sell them. 





Write for 
Dealers 
Proposition 
















With the Knurled Points 
s loosening up. But now there is. The ingenious knurling 
“Unbrako” Self-Lockers positively prevents them from vibra- 


industries for 


STANDARD PRESSED STEEL Co. 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT ST. Louis 

INDIANAPOLIS BOX 519 


SAN FRANCISCO 














Capacities 


No. 


No. 2 


Your Customers Want This 


Fel Tb thin blade cutter wheel 


1 Vy"-1' 4 
? in" 


@HERE are the reasons why sales are quick and profitable. 
You know the added toughness and durability of forged 
steel—that’s why FRIEZQ0O Cutter wheels are made of 
forged tool steel. Thin blades assembled in solid hubs 

thin for better faster-cutting that ends your burr problem, 


forged to assure many more cuts per blade, saving you 
money. 


The RIFAI® Cutter always cuts true because steel 
reinforcing makes it warp-proof. You like the efficient 
“feel” of it, the easy spinning to size. Sell better easier 
pipe cutting and lower cutter wheel expense, and your cus- 
tomers appreciate it—with orders. Write for complete 
information. 


The Ridge Tool Co., Elyria, Ohio 


Ee( es Pire TOOLs 
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for the individual association meet- 
ings. 

Mill supply conventions hereto- 
fore have never been accused of 
subscribing to an “all work and no 
play” philosophy, but this year’s 
entertainment committee may leave 
an all-time record for others to 
shoot at in the way of fun and 
frolic between sessions. <A big 
program of playtime events on 
shipboard has been arranged. In 
addition, there is the annual golf 
tournament, to be held at the 
famous Mid-Ocean Golf club on 
the afternoon of Monday, May 29. 
A special feature of this year’s 
tournament will be the presentation 
of a handsome cup to the winner 
hy the Bermuda Trade Develop- 
ment Board. 

As this is written over 540 res- 
ervations for the cruise stand on 
the books, and this in spite of the 
fact that a number of firms who 
had originally asked for many res- 
ervations have withdrawn some of 
these in order to create additional 
room (since the Monarch cannot 
accommodate as many passengers 
as could the Bremen). With 540 
already “in,” there are but a few 
hundred more delegates to be ac- 
commodated, and any last minute 
rush may find some distributors or 
manufacturers turned away for 
lack of room. 








Valve Fundamentals 


(Continued from page 18) 








250 Ib.. the next range of body 
materials is hard bronze and “semi- 
steel”, made by adding scrap steel 
to iron before casting. As _ pres- 
sure goes on up, it becomes neces- 
sary for valve bodies to be made of 
steel. Carbon-steel castings are 
widely used up to 1500 Ib. and 750 
deg. F. When you go above that, 
you need carbon-molybdenum al- 
loys or other special low-alloy 
steels. Also, such valve bodies may 
be forged or machined from bar 
stock, particularly in small sizes. 
When corrosion or erosion is 
a problem, stainless steel, Monel, 
Hastelloy, cast iron containing 
nickel, copper and chromium, and 
so on, are used. Each has its par- 
ticular advantages. In some cases, 











Bip is Puasmete 
ONCE SOLD SUPPLIES 


HE stogie dispenser of your grandfather's day was certain that 
unless this befeathered redskin, grasping a bale of cheroots, 
adorned his shopfront, he was flying in the face of fortune, even 
though he had concocted an authentic version of Tom Marshall's 


fabled 5-cent cigar. 


Time and ways change. America went to cigarettes. Their con- 
venience, low cost and mild effect played a part, but the greatest 


mind swayer was the damsel-decorated advertising. It didn’t stand 





still like the wooden Indian— it marched into the homes and minds 
of America’s millions in every magazine, on every car card, in every 


newspaper. 


As in selling cigarettes, so in selling industrial supplies. No 
longer can you expect the sign over your door, or a manufacturer’s 
rumored mouse-trap building ability, to help you sell. The manu- 
facturers you represent must be known to your prospect. The 
simplest, surest way to win that recognition is through American 
Machinist, calling fortnightly on key buying executives throughout 


the metal-working industry, your largest market. 


When a manufacturer whom you represent puts his advertising 
in American Machinist, he has given you the finest available sales 
support. American Machinist has the largest paid circulation (by 
several thousand) of any metal-working publication—1600 more 
even than its own 1929 peak, and it all goes to production and man- 


agement men. It can help you get business. 
© 


AMERICAN MACHINIST «© A McGraw-Hill Publication 


330 West 42nd St., New York City 
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for valuable 
repeat business 
stock 


TASGON 


solvent 


and 





the 
penetrating 
lubricating 
oil 





Tasgon and Lubri-Tasgon are re- | 


ordered time after time because the 
unique Tasgon principle of col- 
loidal penetration enables them to 
do a better job. Tasgon quickly 
loosens rusty nuts, bolts and 
fittings. Lubri-Tasgon carries a rich, 
lasting lubricant to every moving 
part. Both products are profitable 
items for hundreds of mill supply 
houses from coast to coast. Write 
today for information about prices, 
discounts and display material. 


SAMUEL CABOT 


INCORPORATED 


1411 Oliver Building Boston, Mass. 
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the valve body is lined with-some 
niaterial such as rubber. 

Body shape has to be varied to 
meet piping layout requirements. 
Commonest is the straight body de 
signed for insertion in a straight 
run of pipe. The angle body elim- 
inates the need for an elbow, as 
does the elbow body. The “Y” body 
is occasionally used to meet special 
conditions. 


Sonnets are usually of the same | 


In small 
sizes, they're either screwed di- 
rectly to the body or through a 
union ring 


material as the body. 


(giving ground-joint 
sealing). There may be a gasket 
of Monel or mild steel, ete., if pres- 
sures are high. All large valves and 
some small high-pressure valves 
have the bonnet bolted to the body. 
When low-pressure valves are to 
he cleaned often, they're of the 
clamp type. 


Valve Construction 

Disks and seats are the heart of 
the valve, since they've got to stand 
the real Gate valves and 
pug cocks are best suited just to 
stop a flow. They seat tightly and 
permit straight-line flow when 
they're open. The gate disk is flat 
or wedge-shaped and moves _ be- 
tween seat rings in the side of the 
body. The plug cock, in simplest 
form, just has a hole through a 
center plug which may be aligned 
with similar holes in the body. The 
globe valve is better where some 
throttling of flow is required. The 
needle is just a variation of the 
globe to give closer flow control. 
The ported valve is designed for 
regulating and flow control. The 
butterfly is used most commonly 
where the fluid is heavy or con- 


wear. 


tains solids. These parts, as well 
as stems, are of steel in low-pres- 
sure valves, but of a variety of 
other materials to 
service conditions. 

turer 
tions. 


harder 
Keach manufac- 
recommenda- 


mect 


has his own 
Of course, there are all sorts of 
stem arrangements and operating 
methods too, but that is another 
and later 
sentials 


story. We're got the es- 
down here, and if you 
know those, you can take care of 
most of the valve orders you'll get. 
Just remember the valve parts and 
the valve types, tie “em up with the 
job to be done and you can talk 


any buyer's language. 
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GRAPHITE 
PASTE 


IF YOU'RE LOOKING FOR SOME 
PRODUCT that really starts the “old 
order ball rollin’” . . . Key Graphite 
Paste is right down your ALLEY. 
When you start your sales talk with 
it... you're sure to get a STRIKE 
every time. Try it as an approach on 
your next cutomer. 


Just tell him that “. . . for lines to 
carry Oil, Gasoline, High Pressure 
Steam, Acid, and hot 
or cold Oily Liquids, 
Key Graphite Paste 
is the most econom- 
ical pipe joint com- 





pound to use be- 
cause it goes far- 
ther.” It expands 
under heat . . . will 
not freeze the joint 
- . « preserves 
threads . and 
stops leaks for all 
time. 


He’s bound to say, “YES” to a pipe 
joint compound like that. And, when 
he does, MAN, that’s the PERFECT 
time to start selling the rest of prod- 
ucts in your line. 

KEY GRAPHITE PASTE IS THE 
PERFECT ORDER STARTER FOR 
YOU because, almost everyone knows 
it by name ... and wants it. It puts 
your toughest customer in a buying 
mood . and, as a result. . . he'll 
buy your other products quicker. 





























Here's a characteristic pose of Harry M. 
Hagar, energetic treasurer of Theodore 


C. Ulmer Co., Philadelphia 


Sales Staff Changes 
Announced by Norton 


Several changes in its sales or- 
ganization has been announced by 
the Norton Co., Worcester, Mass. 
They are: 

C. H. Ely has been transferred 
to Dayton, Ohio, with headquarters 
at the W. H. Keifaber Co. He was 
previously assigned to the Cleveland 
office as a field engineer. 

G. A. Park, formerly assistant 
manager has been appointed eastern 
sales manager in charge of the ter- 
ritory east of and including Pitts- 
burgh. 

R. M. Johnson has been appointed 
western sales manager and will have 
charge of the Cleveland, Detroit, 
and Chicago warehouses and other 
western territories. 

A. G. Green of the research lab- 
oratories will take over the position 
of sales engineer, formerly held by 
Mr. Johnson. 

W. R. Moore has been appointed 
general sales manager and will re- 
port directly to H. K. Clark, vice- 
president. 

W. T. Montague has been named 
assistant vice-president and will con- 
tinue to supervise the staff activities 
of the sales department. 


Three New Salesmen for 
Kansas City Distributor 


A. J. Stormfeltz, H. D. Eicholtz 
and W. T. Combs recently became 
members of the sales staff of Kansas 
City Rubber & Belting Co., Kansas 
City, Mo. 


Mr. Stormfeltz and Mr. Eicholtz 


will specialize on Birdseye lamps and 
have had three years’ experience in 
the sale of lamps. Mr. Combs has 
considerable past experience in flour 
and feed mill accounts. 














AMERICAN SWISS 


ARE SWISS PATTERN FILES 
MADE IN UNITED STATES 


The satisfactory performance 
of our product creates repeat 
orders for the distributor. 


It is not the first sale that 
builds business. It is the 
satisfactory performance of 
files over a period of time that 
gets the repeat orders. 
Distributors of American Swiss 
Files of Precision have these advan- 
tages— 
The line is quality—time tested and 
time proven, They bring repeat orders be- 
cause they stay SOLD by giving satisfactory 
File service. 





TRADE MARK 
OF QUALITY 
AND SERVICE 


Sold only through Distributors. 


AMERICAN SWISS FILE & TOOL CO. 
ELIZABETH, N. J. 


Also Mechanics’ Hand Tools and Knurls 


SOLD ONLY THRU DISTRIBUTORS 








Chicago Rawhide Hammers have well balanced one-piece 
malleable iron heads and replaceable inserted faces 
securely seated and backed-up which cannot loosen even 
under the severest service. These tough durable rawhide 
faces have a resiliency that absorbs shock and prevents 
breaking ... 
work done. 
splinter or split, crumble or “smear. They are accurate, safe striking tools made 
in six sizes and weights. Also Mallets with all rawhide heads in twelve sizes and 
weights. 

There is a volume of business for the distributor who pushes Chicago Rawhide Hammers and 
Mallets for assembly and production operations, maintenance work, die work, etc. Remember 














marring, battering and 
A non-bouncing resiliency with a satisfying “carry through" that gets 
Tool users prefer Chicago Rawhide Hammers because they cannot 


each Chicago Rawhide Hammer or Mallet you sell makes another satisfied repeat custorner. 


CHICAGO RQLWAUE MFG.CO. 


1290 ELSTON AVE - CHICAGO -U-S-A- 
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PRODUCT 


PAGE NO. 


MAIN FEATURE 


MANUFACTURER 





Pillow Block 
Plain Bearing Chuck 


Cut-Off Tool 


Portable Electric Drill 


Air Compressor 
Electric Hoist 
3ench Grinder 
Face Shield 
Strainer Lubricator 
Contour Grinder 


Stacking Boxes 


Box Wrenches 


Plumber’s Burner 
Portable Pipe Machine 
Electric Hammer 


Centrifugal Pump 
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114 


116 


118 
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Pressed Steel Housing 
Fluted sleeve provides better grip 


Can be secured to work bench perma- 
nently 


High speed of 2,000 r.p.m. 


Starting device eliminates check valves 
Fully enclosed ball-bearing motor 
Fully enclosed capacitor type motor 
Fits over spectacles 

Sump may be removed by turning valve 


Twelve-inch square work table 


Delicate parts can be carried without ° 


danger of crushing 


Made of drop-forged Chrome Vanadium 
steel 


Sharp-pointed burner flame 
Uses conventional type gear chuck 
Operates on 110-volt a.c. lighting circuit 


Vertically split case design 


SKF Industries 
Jacobs Mfg. Co. 


Billings & Spencer Co. 


Independent Pneumatic Tool 


Co. 
Quincy Compressor Co. 
Wright Mfg. Division 
U. S. Electrical Tool Co. 
Willson Products Inc. 
C. A. Norgren Co., Inc. 
Stanley Electric Tool Div. 


Pollard Bros. Mfg. Co. 


Hinsdale Mfg. Co. 


Clayton & Lambert Mfg. Co. 
Beaver Pipe Tools Inc. 
Syntron Co. 


Worthington Pump & Machin- 
ery Co. 








NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Pillow Block 
Eliminates machining of shaft 





This new compact, sound-insulated 
pillow is the result of two years’ re- 


search by this company. 


The bear- 


ing is inherently aligning, thus com- 
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pensating for inaccuracies of set-up 
and conditions of shaft misalignment 
without binding or in any way im- 
pairing the load-carrying capacity 
of the bearing. In addition, the use 
of this unit brings about economies 
because it requires no machining of 
the shaft. The bearing is encased 
in a pressed steel housing equipped 
with felt seals to exclude dirt. The 
housing is provided with means for 
lubricating the bearing. The bear- 
ing and housing are surrounded with 
an elastic material having special 
sound-absorbing characteristics, and 
the material has been — specially 
treated to make it impervious to oil 
and grease. Free from _ vibration 
usually associated with rubber mount- 
ings, this unit carries substantial 
loads under practically all operating 
conditions. The units are first being 
released in the } in. and 1 in. sizes. 
SKF. Industries, Philadelphia, Pa.,— 
Mitt Suppiies, March 10, 1939. 
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Plain Bearing Chuck 


Internally ground sleeves 
on three diameters 


- A 


— 





rd. 


OO 


Said to represent an improvement 
over the old style knurled sleeve 











chuck is this new plain bearing chuck. 
The new sleeves are _ internally 
ground on three diameters after heat- 
treatment to perfectly fit the body 
of the chuck. This puts the chuck 
in much better balance than was for- 
merly possible, and, as the new sleeve 
fits the body very closely, the nut 
which operates the jaws is held per- 
fectly concentric, thus improving the 
accuracy of the chuck. The new 
fluted sleeve provides a better grip 
and at the same time it is easier on 
the operator’s hands, due to the 
rounded contour of the flutes. The 
chuck is provided in a variety of 
models to meet light and medium 
duty requirements. The new easy- 
grip sleeve ground inside and out, 
results in increased accuracy and ab- 
solute balance. Nickel molybdenum 
alloy steel jaws, heat treated in a 
atmosperically controlled furnace, 
give a combination of strength and 
hardness. The hardened and ground 
body now has a diamond bored taper 
hole, insuring great accuracy and a 
perfect fit on the machine spindle.— 
facobs Mfg. Co., Hartford, Conn.— 
Mitt Suppriies, March 10, 1939. 





Cut-off Tool 


Cleanly cuts off drill rod and 
wire from 0 to 1-4 in. 








\n adjunct to tool rooms, tool 
cribs, stock bins, stock rooms, 
garages, warehouses; in fact, any 
place where drill rod, wire, or the 
smaller diameter of bar stock must 
be cut, is this cut-off tool recently 
announced. Labor and time saving, 
it will cleanly cut off drill rod and 
wire from 0 to 4 in. round inclusive 
without leaving a burr. ‘The severed 
ends of the stock are not distorted 
nd are free for entry for additional 









Socket Screw Users want this 


NEW LUSTROUS BLACK FINISH 





a HOLO-KROME 


Quality Selling Feature 


The trend in modern machine design is to “appearance 
value” plus greater efficiency in operation. Holo-Krome 
FIBRO FORGED Socket Screws, in the New Lustrous Black 
Finish, definitely add to the appearance of any product. You 
know they are Guaranteed to give Unfailing Performance. 


Make the New Finish 
a Leader in Your 
Sales Story — 


You have many sales Features to 
talk about in FIBRO FORGED 
Screws—-COMPLETELY Cold Forged 
(not Drilled-Machined nor Extruded) 
Continuous Fibres —a Socket 
that’s Quality, inside and out—and 
now, a Finish with definite ‘ap- 
pearance value”. It sells itself. 
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It’s Easier 
To Sell 
The 


Well-Known 
Line 


“Made by Bunting” means more 
to your industrial customer than 
anything else you can say about 
Bronze Bars, Standardized Bear- 


ings and Babbitt. 


THE BUNTING 
TOLEDO, OHIO 


BRASS 








& BRONZE COMPANY... 
WAREHOUSES IN ALL PRINCIPAL CITIES 





MANUFACTURERS MAKE YOUR SELLING 








Easier 


by 


merits 


telling the 
of their 
products to your 
best prospects in 


FACTORY. 


FACTORY has more plant 
operating official subscribers 
than any other business paper. 
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cuts. Fast in action, it is easy to 
operate and requires a minimum of 
exertion since it is designed to utilize 
directly the leverage applied. It 
can be secured to a work bench 
permanently or can be set up ina 
vise in a few seconds. It is drop 
forged, carefully machined, properly 
heat treated, and is designed to give 
many years of service. The bar is 
153 in. long, ~ in. in diameter.— 
Billings & Spencer Co., Hartford, 
Conn.—Mitt Suppties, March 10, 
1939. 


Portable Electric Drill 


Light-weight tool operates on either 
AC or DC 





Weighing only 4 lbs. and but 12 in. 
in over-all length, the tool is designed 
for general, intermittent service in 


maintenance and installation work. 
Secause of its design it can be used 
conveniently even in hard-to-reach 
places. It is light, compact and easy 
to handle. The maker also states the 
tool has dependable power, furnished 
by a motor which is believed to be 
the most efficient ever put in a drill 
in this class. The drill can be fur- 


nished for 110 or 220 volts. Motor 
is Universal type, operating on 
either AC or DC. Its free speed is 
2000 r.p.m. Equipment includes 
grip-handle with recessed, thumb- 
control switch, 3-conductor cable 
with ground wire and plug. Oil- 


less, self-lubricating bearings and 
special alloy-steel gears cushion 
shock loads and provide quiet opera- 
tion. Field case, handle and gear 
case are die-cast of high-grade 
aluminum for strength and light 
weight. Independent Pneumatic Tool 
Co., Chicago.—MIti SUPPLIES, 
March 10, 1939. 


Air Compressor 
Greater radiation area on cylinders 


The addition of nine new com- 
pressors has been announced by this 
manufacturer. In addition to their 
compact business-like appearance, 
improved over-all efficiency is claimed 
for these machines. This is the re- 
sult of mechanical refinements, which 
include simplified construction, 12 
per cent greater radiation area on 
cylinders, a more thorough and more 
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COLLIS 








MAGIC TYPE CHUCKS 
AND COLLETS 








Made from good 
grade of steel, hard- 
ened and _ ground. 
Easy to operate 
Can be used for 
drilling, tapping and 
reaming. 





Also manufacturers of drill sleeves 
and sockets, lathe centers, chuck 
arbors, drill drifts. We are pre- 
pared to handle all regular and 
special requirements of your cus- 
tomers. 











THE COLLIS COMPANY 
CLINTON, IOWA 














Give You Sales You Must Pass Up 
Without This Complete Line of 
Heat-Treated, Alloy Steel Screws 


Mines, textile plants, 
railroads—d ozens of 
new fields for heat- 
treated, alloy steel 
screws are open to you 
when you handle 
Mac-its! You can sell 
16 different kinds of 
standard items — hun- 
dreds of specials. More 
items mean more sales, 
bigger profits! 





DISTRIBUTORS ! 


Write for details to 


Strong, Carlisle & Hammond Co. 
1392 West Third St., Cleveland, 0. 
























positive constant level oiling system, 
totally enclosed, dust proof crank 
cases and non-breakable, cushioned 
discharge valves that make operation 
smoother and quieter. When furnished 
for automatic start and stop op- 
eration, these compressors come 
equipped with a loadless starting de- 
vice which automatically withholds 
all load from motor until it reaches 
full speed. This device also elimi- 
nates the need for check valves. 
Sizes range from 2.8 to 30.1 cubic 
feet per minute piston displacement. 
Single stage—single cylinder, single 
stage—duplex cylinders and_ two- 
stage models are available in wide 
variety of standard and _= special 
mountings.—Quincy Compressor Co., 
Ouincy, [ll—M1Lu Suprwies, March 
10, 1939. 


Electric Hoist 


Wide range of hoisting capacities 





A lightweight low cost wire rope 
electric hoist has been added to the 
present line of the manufacturer. 
Hoisting capacities range from 250 
pounds to 750 pounds and _ hoisting 
speeds from 15 feet to 43 feet per 
minute. The standard construction 
includes fully enclosed ball bearing 
motor, anti-friction bearings, cut 
alloy steel spur gears, multiple disc 
solenoid brake, push button control, 
preformed hoisting cable and many 
other quality features which make it 
suitable for production service.— 
Wright Mfg. Div., American Chain 
& Cable Co., Inc., York, Pa—Mu1. 
Suppiies, March 10, 1939. 


Bench Grinder 


Dynamically balanced rotor 
eliminates vibration 


Embodying improvements in one 
of its lines of machines, the maker 
states the changes make this bench 
grinder more efficient. The wheels 
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Their Wide 
Acceptance 


Make Sell- 


ing Easier! 


= ff 


“DIXON 


AIR HAMMER 
COUPLINGS 


For Every Rock Drill and 
Hand Hammer Job 


Selling DIXON Air Hammer Cou- 
plings is, in fact, taking the line of 
least resistance in securing orders and 
insuring future business. The per- 
formance record of these couplings 
leaves no doubt as to their depend- 
ability and economy. Built to fit all 
makes of hand hammers and_ rock 
drills, they withstand the incessant vi- 
bration of the drill, without any 
possibility of blowing off or of loss 
of power through leakage. Simple 
construction—exceptionally strong and 
durable—cadmium plated to prevent 


rust. 

Available in two styles—WLD-7 (com- 
pact type) in 4” and 3” sizes; WHD-9 
(heavy type) in 3” and 1” sizes. 


Sold only through distributors 


For complete description of these and 
other DIXON products, see LIST 1035-X. 


DIXON 


VALVE & COUPLING CO. 


MAIN OFFICE AND FACTORY 


PHILADELPHIA, PA. 


Branches: Birmingham — Los Angeles — 
Houston 
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Uniform wall thickness, smooth pas- 
sages, accurate threading, resistance 
to high pressures and temperatures, 
these and many other features found 
in W-S Forged Steel Fittings are 
insurance against pipe line failures 
and costly pipe line maintenance. 


By stressing these benefits—to power 
plants, chemical and _ hydraulic 
plants, refineries and in fact wher- 
ever pipe lines carry oil, gas, steam, 
water or ammonia under high pres- 
sures and temperatures, you can 
build a_ profitable repeat order 
business. 


The liberal Watson-Stillman distrib- 
utor set-up— completeness of the 
line, its recognized high quality and 
profit-possibilities all lead to the 
conclusion that its good business to 
stock and sell W-S Fittings.—The 
Watson-Stillman Co.—Roselle, N. J. 





are 6 in. in diameter with § in. face 
and a 4 in. hole. Motor is capacitor 
type, totally enclosed. It has no 
commutator, no brushes and no cen- 
trifugal switches and will not burn 
out even if repeatedly overloaded. 





Motor takes very little current at 
start or when running and will not 
dim lights or cause radio interfer- 
ence. Rotor is dynamically balanced 
to eliminate vibration. Tool rests 
are adjustable for wheel wear. The 
grinder is 4 h.p., 3400 r.p.m. and 
weighs only 45 Ibs. It comes 
equipped with rubber covered cable 


and plug, carrying handle, wheel 
guards, tool rests, toggle switch 


mounted in base, one fine and 
one coarse grinding wheel.—United 
States Electrical Tool Co., Cincin- 
nati, O—Mitt Suppties, March 10, 
1939. 


Face Shield 


Permits clear vision in all 
directions 





Ideal for guarding face of workers 
in light grinding operations, wood 
working, spot welding and other oc- 
cupations where protection is desira- 
ble. The shield permits clear vision 
in all directions. Made of thick 
transparent cellulose acetate, it is 
well ventilated and large enough to 
fit comfortably over prescription 
spectacles. The shield extends well 
back along the sides of the face. It 
is easily thrown back when not in 
use. A knitted sweat band provides 
unusual comtort.—IVill:on Products, 
Inc., Reading, Pa—MILt SuppPties, 
March 10, 1939. 
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Strainer-Lubricator 
Conditions air for air tools 


Designed to condition air for the 
efficient operation of air tools, this 
new combination embodies an air 
strainer and an air line lubricator. 
The strainer consists of a double 
screen, a bronze head, and a drawn 
steel, tin-dipped bowl. A 200-mesh 
monel metal screen is supported by 
a 100-mesh brass screen. Effective 
straining area is five times greater 





than inlet and outlet openings. Sump 
may be removed by turning T-handle 
valve at the bottom. The strainer 
removes dirt, scale and other im- 
purities from the air stream and 
traps approximately 92 per cent of 
the moisture. This model is offered 
in 4 in. and 3 in. sizes. The lubri- 
cator has the added feature of a 
transparent oil reservoir of resilient 
plastic which, it is claimed, will not 
chip, stain nor shatter, and is suitable 
for installations in temperatures up 
to 180 deg. F.—C. A. Norgren Co., 
Inc., Denver, Colo —MILL SuPPLIEs, 
March 10, 1939. 


Contour Grinder 


Removable motor unt for tool 
post lathe grinding 





This high speed unit for finishing 
dies, gauges, templets and_ special 
shapes comes equipped with a 3 h.p. 
universal motor operating at a speed 
of 18,000 r.p.m. The grinder has a 
work table with a 12 in. square top 
and an adjustable light fixture. 
Motor is held directly under the 

















eS Ye 8 


5307 Grant Avenue 


CA 





Bolts and Serews 


by Millions 


Save Time and Money — Buy Triplex 


Batteries of TRIPLEX headers start 
millions of bolts, cap screws and 
nuts through carefully checked pro- 
duction—from high grade steel wire 
to inspected finished product that 
saves your customers time and 
trouble in’ worry-free assembly. 
Quick delivery. Send now for 
samples, prices. 


The TRIPLEX SCREW COMPANY 


Millions Sold—Used In Every Industry 





Cleveland, Ohio 


IPLEX 


AND SET SCREWS, BOLTS AND NUTS 

















Merits YOUR 
Confidence 


Order a supply 
TODAY 


Manufactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 
2947 North 30th St., Milwaukee, Wis. 


formerly at Appleton, Wis. 











work table in a holder that is ad- 
justable from 90 deg. to 45 deg. 
Mounted point, wheel or rotary file 
projects through opening in the table 
top. Using various shaped mounted 
points, up to } in. shank, in the 
chuck or wheels on the arbor, a 
great many grinding operations can 
be done rapidly, eliminating time 
spent in stoning and filing. Motor 
unit can be easily removed from 
holder and used with special acces- 
sories for tool post lathe grinding. 
Complete equipment includes motor, 
work table, light fixture, chuck, 
arbor, an assortment of mounted 
points and rotary files in a wooden 
block, and a six-foot extension cord. 
The grinder is furnished in 110, 125, 
150, 220, 230 or 250 voltage as speci- 
fied—Stanley Electric Tool Division, 
New Britain, Conn.—Mit. Sup- 
pLigs, March 10, 1939. 


Stacking Boxes 
All corners steel re-inforced 


Stacking rim on these boxes is on 
all sides and as an integral part of 
the box it is made by a series of 
bends in the steel itself thus adding 
strength to the box. The most deli- 
cate parts can be carried in the box 





without danger of crushing. It is 
strongly constructed to withstand 
hard usage. All the corners are 
reinforced by means of steel bands. 
They are equipped with either the 
rigid handle or the drop handle as 
desired. These boxes can be made 
in any size and from gages of steel 


ranging from 16 to 22. This manu- 





facturer also makes open end stacking 
boxes for use in stock rooms in place 
of shelving, general factory use for 
it is easy to dump the contents into 
delivery container transporting parts 
to the assembly lines and many places 
about the factory. Construction of 
the box is the same as that described 
above except that one end is open 
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TALK LUFKIN—IT PAYS 

























































































“FOR SALE” 


In making a Lufkin Precision 
Tool, one thought is kept con- 
stantly in mind: “It's for sale.” 
It must be better than the rest. 
Men who use it must prefer 
it to all others. 


By giving it that kind of start, 
by helping it along with ad- 
vertising, and by providing 
dealers with a fair sales 
policy, a Lufkin product 
quickly finds its way to the 
hands of a satisfied owner. 
And dealers find that “it pays 
to talk Lufkin.” 


For information on the com- 
bination set shown here, or 
on any of the hundreds of 
other Lufkin Precision Tools, 
refer to catalog 12A, or write 
direct for copy. 


OFH/N 


SAGINAW, MICHIGAN 


TAPES - RULES . 


New York City 










PRECISION TOOLS 





WACO 


SAFETY CAR MOVER 


SELL SWACO'S FOR 
Easy to SATISFIED CUSTOMERS 
Use. Safe, AND GOOD PROFITS 
Sturdy and 


Slip Proof. 


This Swaco car mover is light in weight, 16 lbs., yet is powerful 
and rugged. The pressure is scientifically triangulated to throw 
entire weight on spurs which are so placed as to grip the corners 
of the rail . . . not a chance of slipping. 


This mover will get UNDER the load and place the handle high, 
enabling the operator to use full strength safely in starting the car. 


SAFETY WRENCH & APPLIANCE CO. 


WORCESTER MASS. 





NEW METAL BOXES 


.-»- HELP BOOST VICTOR SALES 


Victor now offers the fam- 
ous Victor Hack Saw Blades 
packed in sturdy, lightweight 
metal boxes—that protect the 
blades better, make them 
handier to use, take up less 
space on shelves. Moisture- 
proof and grease-proof, they 
are beautifully lithographed 
in colors and present an 
added sales appeal. in addi- 
tion, when empty they are 
valuable to customers for a 
variety of other uses. Better 
‘boxes for the best blades— 
another exclusive Victor 
advance! 


VICTOR SAW WORKS, INC. 
Middletown, N. Y. 


6D 7921 
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making parts readily accessible when 
stacked one on the other—Pollard 
Bros. Mfg. Co., Chicago, [ll.—MIutu 
Supp.ies, March 10, 1939. 


Box Wrenches 


Combines safety with speed 
and convenience 


To meet the need for greater 
safety, speed and convenience in 
turning large hexagon nuts a new 
line of wrenches has recently been 
announced. These tools are drop 
forged of S.A.E. 6140 Chrome Vana- 
dium steel hot broached and electric- 
ally heat treated to combine strength 
with minimum weight. They take 
a solid hold on all faces of hexagon 
nuts—cannot slip off, break or spread 
to mutilate nuts or cause serious ac- 
cidents. The long handle provides 
ample leverage without attachments. 
The twelve-point openings speed up 
work. Offset heads enable handles 
to clear obstacles and permit use 
over a flat surface without danger 
to hands. The wrench is finished in 
heavy chromium plate with polished 
heads and satin-finish handles. Avail- 
able in all standard opening sizes 
from } to 2} in. Hinsdale Mfg. Co., 
Chicago.—Miu Suppties, March 10, 
1939. 








Plumber's Burner 


Burns full flame from 6 to 8 hours 
per filling. 


This outfit is particularly adapted 
for use in sweating fittings on cop- 
per tubing in the sizes used in resi- 
dential plumbing and heating. The 
burner flame is sharp pointed and 
at reduced flame measures § in. in 
diameter by 1} in. long. Opened 
wide the flame is § in. in diameter 
and five in long. The burner is of 
two-piece construction with a vein 








PLUMBERS 
COMBINATION 


For sweating fittings on 
copper tubing — Close 
quarter work — Light to 
handle. 


Midget-flame when Burner is controiled. 
Five inch long flame when opened 
wide. 


Ten feet of hose and one gallon gaso- 
line tank. 


CLAYTON & LAMBERT MFG. CO. 
DETROIT MICHIGAN 








Always 
100%, 
Distributor 
Cooperation 


The Wm H. 
OTTEMILLER 
COMPANY 
YORK, PA. 
We Also Manufacture DARDELET THREAD SCREWS 


liner, renewable jet block and re- 
placeable cleaner pin. All parts can 
be replaced when worn or damaged. 
Ten feet of flexible gasoline hose 
connects the burner to the tank. This 
allows the plumber to get the burner | 
into very close quarters as there is 
no ground tank to be in his way. 
The one gallon tank is heavily tinned 
inside and out to prevent corrosion. 
It has a large sized pump and a | 
funnel-shaped filler opening with a | 
dust cap on the filler plug. One | 
filling of the tank is enough for 
from 6 to 8 hours burning at full | 
flame.—Clayton & Lambert Mfg. | 
Co., Detroit, Mich—MIu.. SuPPtiEs, 
March 10, 1939, 


Portable Pipe Machine 


Designed for bench or stand use. 
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SETTE FAUCET 
Counter Merchandiser 
boosts barrel faucet sales 


HEREVER supply houses have put in 

this counter merchandiser for Sette 
faucets they have had surprising increases 
in faucet sales. 


Here is a faucet merchandiser that: 


1 Gets Attention. The unusual drum- 
* type design of this display makes it 
not only a natural attention-getter, but 
also causes customers to examine the 
faucet closely, to try its action, and to 
note its sound construction. 


Helps Sell. The display helps to point 
out quickly the advantages of the Sette 
Faucet. The metal-to-metal seat, with 
no washers to wear out, the faucet's 
wide adaptability to different liquids, 
and its self-closing, lock-lever control 
are all brought out. 


2. 


Special trial offer to help you increase 
your sales of Sette faucets. Merchandiser 
included free in a special package 

No. 296-G with 6 Sette Faucets, 
Dealers Price $4.00 subject to Jobber 


| Discount. 


After five years: of experimenta- 
tion, a manufacturer announces a 
high-power portable unit designed | 
for bench or stand use. The model-C 
threads up to and including two in. | 
size with solid full-width dies at a | 
speed of about 22 R.P.M. It threads 
bolts up to 14 in. It operates geared | 
tools to thread pipe up to 8 in. 
Has sufficient reserve power to allow 
for average dull dies and low line | 
voltage. The gears are fully en- 
closed. The main driving gear runs | 
through a bath of oil—reducing fric- | 
tion, heat, noise and wear. Power | 
loss is reduced through use of five 
ball bearings and two roller bearings | 
in gear reduction. An advantage of | 
this model is the conventional-type | 
geared chuck—which grips from } to 
two in. and bolts from 4 in. up. 

To tighten or loosen the chuck, it is 

only necessary to turn the chuck- 

wrench—the chuck itself remains sta- 
tionary. This model is designed so 
two men can work at the same time, | 
one threading; the other bending or | 
making up fittings. The net weight 
| is approximately 140 Ibs., height 125 
in., base 18 by 18 in. The motor 
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Send in your order today. 


THE IMPERIAL BRASS MFG. CO. 
1511S. Racine Ave., Chicago, Ill. 


@ The only self clos 
ing lock-lever faucet 
with a metal-to-metal 
seat. Has no leather, 
rubber, fibre or com 
position washers to 
cause leaks by get 
ting worn or drying 
out. It is not affected by heat or cold and 
holds hot or cold liquids without leaking. It 
is automatically self closing and it cannot be 
left open by accident. The push lever control 
is designed so that operating the faucet will 
not tilt or tip the barrel. It can be locked in 
open or closed position. 


Used for oil, gasoline, kerosene, alcohol, 
light varnishes, clear lacquers, thinners, sol 
vents of all kinds, anti-freeze: solutions and 
— liquids. More than a million have been 
sold. 


IMPERIAL 
/biteg, FittingA 
and Sewice Jools 


STOCKED BY JOBBERS EVERYWHERE 








WRITE FOR 
THESE VALUABLE 
FREE BOOKS 





‘ 


IRENE 


heelbarrows 


Scrapers 
ote 





Without any charge or obligation 
we will send you a copy of these 
interesting catalogs. They illustrate 
and describe hundreds of hand, plat- 
form and lift-jack trucks, casters, 
wheelbarrows, etc..-a type and size 
for every purpose. 

These are not just catalogs. but 
tell how to reduce installation costs, 
state the type of equipment that will 


handle different products most eco- | 
nomically and give much other val- 
uable information. 


No dealer can afford to be without 
these large catalogs and our distribu- 
tor’s price lists. Send for them today, 
stating whether you are interested in 
hand trucks, platform trucks, casters 
or wheelbarrows. 


The Fairbanks Company 


Hand Trucks, Wheelbarrows, 


Dart Unions and Valves 


Executive Offices: 
19 East 4th St. New York, N. Y. 


Boston, Pittsburgh * Distributors in Principal Cities 


Factories: Binghamton, N. Y. Rome, Ga. 








has 4 HP nominal rating, actual 
developed power 1.59 HP. Choice of 
either 110 or 220 volt universal 
motor—reversible at switch. This 


_- 
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manufacturer has also marketed a 
reamer. There are no inserted blades 
to work loose. The cones are drop- 
forged out of a solid block of alloy- 
tool steel. They can be resharpened 
over and over again and are com- 
fortable on the hand too.—Beaver 
Pipe Tools, Inc., Warren, O.—MIti 
Suppiies, March 10, 1939, 


Electric Hammer 


Drives 1-4-in. rivets and cuts 
through masonry floors 


Designed primarily for heavy con- 
struction drilling and cutting, and for 
large plant maintenance work, this 
super-power tool has recently been 
put on the market. Built for opera- 
tion on the ordinary 110 volt a.c. 
lighting circuit. Using star drills, 
holes up to two in. in diameter can 
be drilled in the hardest concrete. 
Using stone points or cold chisels, the 
hammer will cut holes through ma- 
sonry floors. It will drive up to } in. 
cold rivets. It is made up of two 
magnets wound around a barrel in 
which is a free moving, heavy piston, 
that strikes directly on the shank 
of the tool being used. Incorpora- 
tion of a small, high speed blower 
motor in the handle, keeps the mag- 
net windings and makes far 
more power. The hammer is 16 in. 
overall, 34 in. in diameter and 
weighs 25 pounds.—Syntron Co., 
Homer City, Pa—Mt1tt Supp ties, 
March 10, 1939. 


cool 


Centrifugal Pump 
For handling hot volatile liquids 


A recent development is this new 
type H_ saddle-mounted pump _ for 
handling hot volatile liquids. Of the 
vertically-split case design, the new 
unit incorporates many departures 
from conventional methods. Sup- 
ported at its center line under pipe 
connections by a saddle-type mount- 
ing, the pump is held rigidly in place, 
preventing misalignment. Pipe con- 
nections are easily accessible. Canti- 
lever shaft construction prevents 
shaft deflection in the stuffing box 
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It lasts longer—the tough treatment 
resists juices and acids of fruits and 
vegetables. 


It is easy to keep clean—May be 
washed with hot water or live steam. 


It saves money—Costs less than most 
competitive types and gives better 





service. 
Available in White or Brown. 


SEND FOR FULL DETAILS ON GLOBE 


Specially - Made - for rpose 


BELTING and WEBBING PRODUCTS 


the - Py 


GLOBE WOVEN BELTING 


Company, Inc. 


1400 Clinton St. Buffalo, N. Y. 











DISTRIBUTORS 


@ Are you troubled by difficult 
sales problems? 


@ Are you carrying the most up- 
to-date line? 


®@ Do you know WHO to Sell and 
How to Sell Them? 


Mill Supplies answers these 
questions and more every 
issue. 


The magazine for 
Distributors and 
their Salesmen 


MILL SUPPLIES 


330 W. 42nd St. New York City 


























Help your custom- 
ers to economize— 
sell them Economy 
, Screws. Potential 
sales become reali 
ties with good profit and repeat business when 
you sell Economy Products. They are precisely 
made, threads clear and sharp, and special 
heat treating gives them strength and dura- 
bility. 
Hollow Set Screws, Socket Head Cap Screws, 
Headless Set Screws, and Stripper Bolts are 
available in neat packages or in bulk. Use 
our special screw machine products service 
too. Send us your orders—they'll get promp! 
service. 


ECONOMY MACHINE PRODUCTS CO. 
5100 LAWRENCE AVE. 
CHICAGO, ILL. 











EVERY PLANT IS A 
PROSPECT FOR 


BALL BEARING 
LOOSE PULLEYS 


ee Ss ‘Sahe's ‘ 





*All plants are interested in saving 
on operation and maintenance. You 
can help to end their loose pulley 
troubles—-DAGGETT PULLEYS are 
the answer. They save time, money. 
and replacement delays. Our profit 
margin makes the Daggett line a 
money maker. Get those orders! 










CHICAGO PULLEY & 





SHAFTING CO. 






CHICACO, ILL 





21 N. Des Plaines St 








| cation of the four types of * 








} and a standardized bearing unit has | 
Vaporiza- | 
tion in the suction is eliminated by | 


positive oil lubrication. 


a reservoir suction head, which per- 
mits easy access to the impeller 
without disturbing pipe connections. 
Self-venting volute casing eliminates 
vapor binding in the unit. This 
model is available in several stand- 
ardized material combinations for 
lube oil plants, distillation and crack- 
ing units, stabilizers and hot and 
cold service.—Ilorthington Pump & 
Machinery Corp., Harrison, N. J.— 
Mitt Suppiies, March 10, 1939. 
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ABRASIVE GRAIN DATA SHEET— 
Descriptive information and _ specifi- 
Sorolon” 
(aluminum oxide), an abrasive pol- 
ishing grain, is contained in this new 
bulletin. Complete description of its 
properties, the manufacturing proc- 
ess, Sizing, inspection and packing 


| are all a part of the bulletin. The 
| various types of “ 
| cussed and its recommended applica- 


Jorolon” are dis- 


tion defined. The last page contains 
polishing wheel set-up data.—Abra- 
sive Co., Philadelphia. 


SMALL TOOLS—Each tool in this 
32-page catalog is individually pic- 
tured with complete description and 
dimensions being given. Pliers, nip- 
pers, wrenches, ships, glass cutters, 
chisels, punches, screwdrivers, wheel 
pullers and other hand tools are all 
contained in the  catalog.—tl’tica 
Drop Forge & Tool Corp., Utica, 
N.Y. 


BOILER WATER CONTROL —*\ 
boiler water level control is like a 
parachute,” says this catalog. “It 
may only be needed once, but if it 
does not work right that time, it’s 
lights out.” The new catalog gives 
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JAEGER "BANTAM" 


(World's Champion 
Light-Weight Pump) 
In a class by itself for porta- 
bility and performance —a 


pump your customers need and 
will buy — 


) $9500 Aluminum Alloy 





or Semi-Steel 


F.O.B. Factory Complete 

\ with Engine 

i Fastest automatic priming 
\ small pump on the market — 
j tremendous capacity for its 
} size —ruggedly built with %-! 
/ H.P. ball bearing engine or 
electric motor that operates 
from light socket. Distributors 
are making big sales — winning 
new customers. Open territory. 
Write for details. 


The Jaeger Machine Co. 
501 Dublin Ave., Columbus, Ohio 











Get This NEW 
CATALOG NOW! 





It’s available to you on request and 
will prove invaluable—describes and 
illustrates the complete line of CESCO 


Industrial Head & Eye Protective 
Equipment—goggles, spectacles, weld- 
ing helmets, dust masks, respirators, 
safety equipment for sandblasting, etc. 
If you want greater returns on your 
Industrial Head and Eye Protective 
Equipment business—send for this free 
catalog now. 


CHICAGO EYE SHIELD COMPANY 


2329 Warren Blvd. Chicago, Ill. 














OHLEN-BISHOP 


Standard Size Chromsaws 





Users everywhere tell us of ex- 
cellent performance records for 
these saws, 


Every time you sell them, you get 
the far greater margin of 35%. 


We protect you against stock loss. 


YOU CAN'T AFFORD TO MISS 
SUCH AN _ EXCEPTIONAL OP- 
PORTUNITY FOR PROFIT. 


Let us mail selling literature under 
your own letterhead to the entire 
list of your customers — FREE, 
absolutely no obligation. 


THE OHLEN-BISHOP CO. 
Columbus, Ohio 


Manufacturers of Fine Saws Since 1852 
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4 
P 
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Furnished for all 
types and makes 
of Car Movers. 
Made of fine 
tool steel cor- 
rectly heat 
treated. 


heat Movers for Every Need 





a 


POWER KING 
for heavy duty in ‘mines and cement mills 
NEW BADGER NO. 5 . 
for usual and ordinary car moving Jobs 
BADGER NO. 9 . 
for cars with low brake beams—efficient for 
usual car spotting 
ADVANCE SAFETY CAR waenen 
for dumping hopper bottom ca 





The Advance Car Mover Co., Inc. 


Wisconsin 


Appleton 


CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 


120 


Ss PUR S 





complete information on boiler water 
feeders, low water cut-offs, combined 
water feeders and low water cut- 
offs, liquid level controls and auto- 
matic protective devices. The cata- 
log contains a world of information 
on controls for installation on steam 
boilers to help owners guard against 
the costly dangers of low water.— 
McDonnel & Miller, Chicago. 


PORTABLE LAMP GUARDS — 
Whether its corners, hallways, un- 
der autos, in bins, basements, storage 
places, back of boilers, around ma- 
chinery, close to repair work or for 
the home there’s a McGill portable 
lamp to fit the purpose. In this 
bright yellow folder just issued, all 
lamps are pictured with complete 
data on each one.—McGill Mfg. Co., 


Valparaiso, Ind. 
STACK-CUTTING —How large 
quantities of simple or _ intricate 


shapes are produced from piled sheets 
or plates of steel by the oxy-acetylene 
cutting process is described in a re- 
cently published 8-page booklet en- 
titled, “Stack-Cutting Speeds the 
Production of Identical Parts.” The 
value of stack-cutting lies in the 
fact that several plates or sheets 
properly clamped together can be cut 
like one solid piece of steel. This 
booklet describes the stack-cutting 
process in detail, including methods 
of cleaning, clamping, cutting, and 
separating the plates. Typical stack- 
cutting jobs are also described and 
illustrated.—Linde Air Products Co., 
New York City. 


GASKETS—A revised bulletin and 
price list on oval and octagonal rings, 
lists standard gaskets for ring-joint 
flanges in “Armco” iron and 4-6 
Chrome alloy. It contains dimen- 
sions and prices for A.P.I. standard 
size rings from No. 11 to No. 79, 
also rings for pipe from } to 24 in. 
and for working pressures from 300 
to 6 10 lb. and 900 to 1500 Ib. —Goetz 


Gasket & Packing Co., New Bruns- 
wick, N. J. 
PROTECTIVE EQUIPMENT — [his 


new catalog describes and illustrates 
this firm’s complete line of “Cesco” 
head and eye protective equipment, 
which includes goggles, spectacles, 
welding helmets, dust masks, respi- 
rators, safety equipment for sand 
blasting and many others.—Chicago 
Eye Shield Co., Chicago. 


MOTORLESS SPEED REDUCERS— 
In this eighteen-page catalog is con- 
tained complete information on this 
company’s line of motorless speed 
reducers. Constructional features 
and specifications take up a large sec- 
tion of the catalog which is punched 
ready for insertion in the salesman’s 
binder. Mechanical modification 


MILL SUPPLIES © MARCH 10, 1939 











FLEXIBLE SHAFTS 
and MACHINES 


Ve to 3 H.P. Capacity 
Vertical and Horizontal 
Attachments 
Covering Hundreds of 
Various Operations 
TYPE ML6—% HP. 


OUR 
TOOL POST 
GRINDING 
MACHINES 
FOR USE 

ON EXTERNAL 

AND 
INTERNAL 
GRINDING 
ARE USED 
EXTENSIVELY 





rrvy- 
Send for Catalog. 


N. A. STRAND & CO. 


5001-5009 No. Wolcott Ave. 





Chicago 








I Insure 
Repeat Sales 
and 
Profits! 





that's why jobbers everywhere stock 
Cantol Belt Wax. They know Cantol needs 
little selling effort because it sells itself. It 
stays on the job, under friction heat of 
217° F. and a treatment leaves belts impervi- 
ous to water, steam or dampness. 


Cantol Belt Wax can be purchased in bars, 
liquid or paste. 


E. C. ATKINS AND COMPANY 


420 S. Illinois St. Indianapolis, Ind. 


NTOL “470 























data, information on speed reducer 
selection, and over 50 diagrams of 
mounting positions are included.— 
Janette Mfg. Co., Chicago. 


WROUGHT IRON WELDING—En- 
titled the “Welding of Wrought 
Iron,” a new service bulletin con- 
tains considerable practical informa- 
tion, together with a number of 
interesting pictures of welding in this 
field. Starting off with several pages 
of material and pictures on “Process 
and Procedures” in wrought iron 
welding, the book then takes up 
physical properties of welds, with 
numerous tables and other data all 
designed to give the reader a com- 
plete understanding of the welding 
of wrought iron.—A. M. Byers Co., 
Pittsburgh, Pa. 


VALVES—Three new folders that 
really have eye appeal were recently 
issued. One folder on bolt gate valve 
pictures the valve in attractive colors, 
pointing out its fifteen distinctive 
features. Another of the folders 
gives full information on the 125 
WSP bronze gate valves and the 
third folder takes up the 150 WSP 
bronze gate valve. All three folders 
are most attractive in form and 
contain specifications and prices of 


all models—Ohio Injector Co., 
Wadsworth, Ohio. 
OVERHEAD CONVEYERS—A new 


picture book of ideas for handling 
things mechanically on overhead con- 


veyors has been published. Among 
the things the many illustrations 


show being handled are: eggs, cans, 
shoes, meat, tires, pies, automobiles, 
refrigerators, bicycles, bananas, ho- 
siery, furniture, poultry and a host 
of others. It is pointed out that this 
type of conveyor makes ceilings pay 
dividends and saves floor space, 
avoiding congestion and provides a 
steady and uniform flow of parts or 
finished products from one point to 
another.—Link-Belt Co., Chicago. 


MOTORS, GENERATORS—Catalog 
39, just off the press, contains a 
wealth of useful price information 
and application data on motors, gen- 
erators, motor-generator sets, ven- 
tilating equipment, grinders, etc., 
with all the material arranged in 
simplified form for quick and easy 
reference.—Diehl Mfg. Co., Eliza- 
bethport, N. J. 


HOSE— An illustrated catalog con- 
taining full information on a com- 
plete line of hose for all require- 
ments has been announced. This new 
literature traces the product from 
the baled crude rubber through the 
DeVilbiss hose factory and testing 
laboratory to its various finished 
forms. These include spray-painting, 
air and fluid hose, service station 





air, water, gasoline and brake hose 
with solvent-resisting liner, welding 
and pneumatic tool hose and other 
special types designed and manufac- 
tured to meet the special demands of 
exacting jobs. The complete line of 
hose connections, valves, couplings 
and adapters manufactured by the 
company is also included—DeVil- 
biss Co., Toledo, Ohio. 


INDICATING GAUGES, a new eight- 
page booklet just issued, sets forth 
the functions and advantages of Fox- 
boro gauges where pressure is an 
important factor. A cross-sectional 
illustration of the mechanical con- 
struction of the Model P gauge 
clearly outlines the entire movement 
of the instrument. Illustrations of 
the refinery, hydraulic and _ test 
gauges are accompanied by complete 
descriptions of such advantages as 
their all-welded spring assembly, 
threaded ring, stainless dial and 
pointer and nitrided steel pinion, seg- 
ment and arbor.—Foxboro Co., Fox- 
boro, Mass. 


TEMPERATURE CONTROLLERS, an 
illustrated 48-page bulletin just is- 
sued discusses the factors governing 
the choice of temperature controllers, 
and outlines the types of air-operated 
controllers with which to meet par- 
ticular industrial needs. Cut-away 
views and schematic drawings show 
construction features of various 
types of controllers. Standard 
ranges and specifications are in- 
cluded. In order to demonstrate 
chart readability, the bulletin con- 
tains full scale reproduction of a 
typical recorder-controller chart. The 
four classes of thermal systems are 
discussed, with a listing of the 
proper accessories for each system.— 
Foxboro Co., Foxboro, Mass. 


ALLOY STEEL TUBING—T echnical 
bulletin 6-C is a complete revision of 
previous editions and contains a di- 
gest of properties, carbon and alloy 
steel tubing for high temperature, 
high pressure service. All data are 
summarized in tables, with detailed 
explanations to make them more 
readily understandable. Upset and 
machined tube ends are also de- 
scribed and illustrated. Considerable 
new information with separate creep 
curves for each alloy are included.— 
Babcock & Wilcox Tube Co., Beaver 
Falls, Pa. 


ELECTRICAL EQUIPMENT FOR 
CRANES — Bulletin C-5, entitled 
“Electrical Equipment for Cranes”— 
a book which will be of singular in- 
terest to every overhead traveling 
crane user. This book tells the 
whole story of the entire electrical 
equipment necessary for modern 
crane operation—covers thoroughly 
AC and DC crane motors of all 
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§ 

4 

2 bench legs 

2 benches 

drawers 

5 tool stands 

$ tool cabinets 

5 stools 

5 warehouse trucks 

) shovel trucks 

2 stacking boxes 

Q shop boxes 

racks 

‘ Also 

§ - a d t 

Situ BENCHES 
§ portable 

> SO —keep your eyes (and ears) 
2 open for the many places in nearly 
every plant on which you call where 
§ you can get orders for these shop 
) equipment products. 

AND — don't overlook special jobs 
5 — we dote on ’em. You can give your 
5 customers prompt and satisfactory 
> service on their sketches and blue- 
? prints. 

Sweet profits in these sales fellows! 
( 


We'd like to help you make them! 





POLLARD BROS. 
MFG. CO. 


5501 Northwest Highway, Chicago, Ill. 





































have the patented blue aligning card 
that locks hooks in position—prevents 
hook loss from handling—prevents waste 
of short card ends. 
Only ARMSTRONG-BRAY has a com- 
plete line with both WIREGRIP Belt 
Hooks and STEELGRIP Flexible Lacin 
(for heavy drives and conveyor belts} 
as well as couplings and hooks for round 
belting, and lacing machines (vise and 
bench types). 
Here is a line that misses no ‘sales, that 
includes the correct lacing for every job. 
Here is quality that assures complete 
satisfaction and repeat business. It's the 
logical line to carry. 
ARMSTRONG-BRAY & CO. 
"The Belt Lacing People” 


310 Loomis Ave. 
hicago, U. S. A. 


Write for new 
catalog sheets 





Package. 


and details. 
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Gardiner Acid-Core Solders 
make good because they 
are made good. Their repu- 
tation for highest quality, 
uniformity and economy is 
nationwide ... is a big 
factor in stepping up sales 
and profits. Win the cream 
of the big home market by 
stocking the popular Gar- 
diner Repair-All Household 
Cash in on the 
preference of farmers, me- 
chanics, garages and other 
1, 5 and 20-pound spool 
buyers for solders bearing 
the Gardiner trade mark. 
Ask your jobber for prices 


72) 
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Campbell Ave., Chicago, Ill. 





The Fastest Cutting, 
Longest Wearing Drill 
Ever Introduced! 





For All 
Rotary Elec 
tric Portable 

Drills 


etc., 50% 


Drills Holes In Concrete, 
Tile, etc. 50 - 75% Faster! 


Stays Sharp Up To 
50 Times Longer 
+ 


Reduces Installation Time For 
Expansion Anchors Easily 50% 


No more hammering! No more 
chiseling! No more slow, costly 
methods of hole drilling! The new 
Carboloy Masonry Drill 
holes in concrete, brick, tile, slate, 
to 75% faster! Lasts 
up to 50 times longer! Holds 
sharp cutting edge for weeks of 
continuous use. Drills holes accu- 
rate “to the hair. 


drills 


” It’s the perfect 
drill for installing 





WRITE 
FOR 
FREE LEAFLET 
and quick-profit re- 

sale proposition. 











at 


<+— 






ae 


== today for free leaflet and quick- 
& profit resale proposition. 

CARBOLOY eyo = 
Sameever 2953 E. jefferson Ave. « 


anchors 
quickly, cheaply 
and easily. 

Get the facts on 
this greatest time- 
saving, money-sav- 
ing drill ever of- 
fered. Tear out 
this advertise- 
ment and mail 


7 N10) Kod f 


MASONRY DRILLS 
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types, hoist motors, mill-type and 
heavy-duty DC mill motors as well. 
It also describes the design and ap- 
plication of solenoid operated brakes, 
thrustor-operated brakes, and goes 
on to illustrate the many types of 
manual drum controllers, with speed 
regulation curves for both DC and 
AC operation.—Harnischfeger Corp., 
Milwaukee, Wis. 


INDUSTRIAL CRANES — Bulletin 
C-6 titled “Industrial Cranes,” cov- 
ers completely the design and appli- 
cation of a line of industrial cranes 
for general usage in industries the 
world over. Starting with an illus- 
trated review of crane history, this 
book contains concise and detailed 
information which leaves nothing to 
the imagination in regard to the 
structural and mechanical details of 


cranes. The book contains many 
interesting action photos, showing 
the use of industrial cranes in all 


types of plants from railroad main- 
tenance yards to steel fabricating 
plants, machine tool shops and chem- 
ical production centers.—Harnisch- 
feger Corp., Milwaukee, Wis. 


FLEXIBLE METAL HOSE—“The Fact 
Book of Flexible Metal Hose and 
Tubing” presents a complete factual 
story of these products while graph- 
ically portraying their almost un- 
limited usefulness in meeting many 
of industry’s most difficult design, 
construction and maintenance prob- 
lems. Profusely illustrated with 
photographs of actual uses and in- 
stallations, this booklet also lists and 
illustrates principal types and forms 
of flexible metal hose and tubing for 
the information of design engineers 
and users.—Flexible Metal Hose & 
Tubing Institute, New York. 


BEARING CATALOG — Bearing 
users may now secure advanced and 
complete sleeve type bearing infor- 
mation and data in this new 72-page 
catalog. Its simplified indexing fea- 
tures facilitate the 
ing types and sizes. There is valu- 
able information on bronze bearing 
allovs, tolerance and large range of 
sizes progressively listed make this 
catalog a handy reference in the 
selection of the correct bearing for 
any application. Other features of 
the new catalog are special sections 
on oil grooving, flanged bearings and 
bushings, and a decimal equivalent 


selection of bear- 


chart.—Johnson Bronze Co., New 
Castle, Pa. 
MIXING DATA—A six-page illus- 


trated data folder containing infor- 
mation on the performance of 
“Pneumix” air-motored agitators in 
laboratories and industrial plants is 
now being distributed to the indus- 
trial trade —Eclipse Air Brush Co., 
Vewark, N. J. 
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NEWS! 


IMPROVED 
HYDRAULIC PUMP 
OILERS 






With 
TRANSPARENT 
BODIES 


) Genuine Eagle double-seamed 


bottoms make these "Scan- 


can" oilers durable and leak- 
proof. The plastic material is 
unaffected by oil, gasoline or 


kerosene. 


Distributors find 
added profits in Eagle 
Oilers. Write for 


circular. 


EAGLE MANUFACTURING CO. 


Wellsburg 





West Virginia 














It’s saying a lot 
... but its true 
Victor offers dealers the most 
complete line of Textile Belting 


in the country...for transmis- 
sion, conveying, and elevating 





Whether it be for the manufac- 
ture of bon-bons or bushings, 
there is a Victor Belt to fill the 
order. And, what's more, an 
order filled from the all-inclu- 
sive Victor line means a satis- 
fied and steady customer. 


There is no profit in buying 
textile and balata belting on 
the “hit or miss” plan. Con- 
centrate your orders on the 
most complete line in America 
..- the Victor line. 


VICTOR 


53 Park Place 
345 West Hubbard Street Chicago 
FACTORY: Easton, Pennsylvania 


BALATA & TEXTILE 
BELTING COMPANY 


New York 
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Only 
DUMORE 





Giwes You 
ALL OF THESE 


Lightweight for easy portability 
. yet sturdily built for long life. 


Spindle speeds up to 42,500 r.p.m. 
without vibration. 


Wide selection of internal and ex- 
ternal quick-change quills. 


a. <.« 4646 


A size of grinder for every lathe 
. from small bench, to large. 


/ A background of 25 years’ 
cision grinder specialization. 


pre- 


When you sell a Dumore Precision Grinder, 
you sell more than one or two special fea- 
tures. For 25 years Dumore engineers have 
painstakingly developed and improved each 
part as if it were the most important in the 
entire 


grinder assembly. That's why Du- 
mores maintain a precision of .0001” long 
after ordinary grinders have reached 
retirement. 
Let Dumore tackle your customers’ toughest 
grinding problems. Let them see how they 
can save time and expense. Remember, 
Dumore cooperates in closing sales. 

P.S. The 1939 Dumore Catalog is just off 


the press. Write for today. 


your copy 


THE DUMORE COMPANY 
Dept. 169-C 


Racine, Wis. 





Precision Grinders 


123 








backfires 


The Manager’s Page. . . a meeting ground for discussion of problems 


common to distributors and manufacturers seeking to dispel 


the fog of misunderstanding which may exist between the two 











"Two months ago, on this page, we wrote a 
piece urging manufacturers to carry the line, 
“Buy it from your local industrial distribu- 
tor,” in all of their national advertising. This 
month the National Association has written 
all its members asking them to make a similar 
request of their sources of supply. 


® Without backing up an inch in our conten- 
tion that this practice is a sound and reason- 
able one for all manufacturers who sell their 
goods through industrial distributors, further 
consideration and discussion on the subject 
bring up some rather knotty problems. 


B® Take the case of the manufacturer who 
sells his line through exclusive distributors 
in each marketing center. In his advertising 
in a magazine such as “Factory Manage- 
ment and Maintenance,’ for instance, he 
urges plant operating officials to buy his line 
from their local distributors. The super- 
intendent of any plant, interested by the 
advertisement, calls the distributor from 
whom he usually buys and asks for a 
demonstration. This distributor, instead of 
carrying the advertised line, carries a com- 
petitive line. He tries his darnedest to 
substitute and in most cases is successful. 
Can you blame the manufacturer for being a 
little reluctant about throwing inquiries into 
his competitor’s hands? 


# Of course, a solution to this problem would 
be for the manufacturer to list all of his dis- 
tributors in each of his “consumer” adver- 
tisements but space limitations often prevent 
this. 


# Or, take the case of the manufacturer who 
has been unable to line up distribution in all 


territories. He might be willing to advocate 
distributor purchases in most buying centers 
but he would be throwing business to his 
competitors in some. It seems a little unrea- 
sonable to ask that he do this. 


®We have stated that we have not backed 
down on our original contention. We still 
think that a continual pounding of the value 
of the distributor’s services in the advertis- 
ing of manufacturers will help to raise the 
total volume of business done by the industry. 


® However, it seems to us that if manufac- 
turers are to carry the line, “Buy it from 
your local distributor,” it is strictly up to the 
distributor to supply the “missing link” in 
making the advertising effective by keeping 
all of his customers everlastingly conscious 
of the lines he carries. In this way, and in 
this way only, will the industrial buyer auto- 
matically link the name of the proper dis- 
tributor with the name of the advertising 
manufacturer. 


® Tn planning his sales promotion work, every 
distributor should make it his prime objective 
to use every means at his disposal to capitalize 
on the national advertising of his sources 
of supply by constantly identifying his firm 
with that of his manufacturer. 


E Compared with the huge sums of money 
spent each year for national advertising by 
the manufacturers whose products you sell, 
the total industry expenditure for “identify- 
ing’’ promotion would be infinitesimal. If 
distributors are not willing to spend that 
money, however, they should most certainly 
refrain from asking manufacturers to tell 
industry, “Buy it from your local distributor.” 
Jim CHANNON 
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